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This ad will appear in April 
Esquire — Style illustrated 
Ne. 6397. In Natural with 
Brown trimming and lacing. 
Natural Crepe sole. Narrow 
and wide widths — Sizes 6 
to 11, 

IN STOCK .. 


...Upper is Strictly Hand-Woven to Sole ...Every Pair Carries a Floating Vamp Liner 
...Not Ordinary Welt Type Construction 


CITY CLUB quality shoemaking standards bring to this hand-woven rage the final 

touch of reliability. A special tannage of leather coupled with the original time- 

tested method of weaving the upper to the sole has retained the characteristic two- at 
way play which assures real barefoot comfort. In addition the floating vamp liner 

eliminates rough inside surfaces and keeps out dust particles. . . . Order these Vaga- 

bundo patterns today from our floor stock. Don’t miss this opportunity to cash in on 15 
the genuine hand-woven principle put into quality shoes at such an attractive price. © 


Peleus 


BRANCH OF INTERNATIONAL SHOE CO. 
ST. LOUIS, MO. 


Ne. 6399. In Al- 
Over Natural with 
| Sole 


widths—Sizes 6 to 
iN STOCK .... 
you hem with specially prepared window displays—free mailing 
bP an + 50/80 cooperative newspaper camp ig der our City Club Plen 


SUCCESSFUL RETAILING REQUIRES SOUND SHOE VALUES YEAR AFTER YEAR 
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THEY should organize a woman's 
auxiliary to the Michigan Shoe Re- 
tailers’ Association because so many 
shoe women attend, who own their 
own businesses and who buy with 
the “best o’ em.” It’s a new world 
of merchandising and so acknowl- 
edged by the Detroit Convention last 
week. 

In a little after-the-style-show 
party in President R. J. Schmidt’s 
rooms, we had occasion to ask a 
group of shoe women this question: 


a. ae 
Pe 


“Do your feet hurt?” They an- 
swered: “Sure, but what of it?” So 
we said: “When Brenda Frazier and 
Eleanor II Roosevelt had their de- 
but parties, their first remarks to 
the reporters after the events were: 
“Gee, it was wonderful but I’ve got 
hurty feet.” The penalty of popular- 
ity for a glamor girl—“hurty feet.” 
Is it fashion’s final bite—the price 
of pain and is it “ever to be” in 
shoes? 


Well, the Detroit women said: 
“High fashion shoes and high heels 
make it impossible to remove th: 
condition of hurty feet.” So, at a 


wat Sec 
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stalemate for an answer, we give 
voice to the trade that “shoes are 
now the only remaining article of 
wear associated with pain” and it’s 
time to do something about it. The 
foot freedom of Summer casual 
footwear will eventually change all 
footwear so that pain will be less- 
ened. Of course, if fashion’s true 
emblem is a foot shape and heel 
height of such proportions that the 
poise and walk is stilted and 
strained—pain must attend the 
party... BUT .. . at least it 
will be limited to a few hours at a 
time—-not the attendant misery of 
every walking hour and day. 

The trend towards softer shoes 
and larger shapes in shoes is hav- 
ing a remarkable and revolutionary 
development—and eventually will 


[11] 


win out—for although the “whims 
of women are never mild”-—the 
common sense of progress will 
eventually prevail. 

We face the greatest experimental 
year in all the history of shoes—so 
expect to see Progress defeat pain 

-in part—in 1939. 


SHOE pilfering evidently has no 
geographical confines! 





In Salem, Mass., Hyman Gass, a 
shoe salesman of Lynn, left his au- 
tomobile unlocked. When he came 
out of the store, twenty shoes (all 
lefts) and several sponge rubber 
cushions were missing from the car. 
But in place of the shoes and cush- 
ions there was a lawyer’s brief case 
—which apparently had been stolen 
from another car and heedlessly left 
by the thief in Mr. Gass’ car. 

It’s probably just a strange co- 
incidence—but at the same time, in 


Richmond, Virginia—W. R. Crook, 
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a shoe salesman of Spartanburg, 
South Carolina, was reporting to 
the police that while he was in a 
local store, a thief broke into his 
car (parked at Canal and Tenth 
Streets) and stole twenty pairs of 
shoes of varied styles and colors. 
Unless the thief was minus a left 
leg, he probably got a terrific shock 
when he examined the swag. The 
shoes were all for the same foot— 
the right. They were sample shoes. 

(P. S.—I wonder if they got to- 
gether! ). 


CHARLES R. WILLIAMS, who re- 
cently returned from a selling trip 
to the continent in the interests of 
the Geo. E. Keith Company, tells 
how an effective American advertis- 
ing display brought down the wrath 
of the English “bobbies” on the 
manager of the Walk-Over Shoe 
Store at 77 Lord Street, Liverpool, 
England. 

The Walk-Over people have a 
traveling mechanical display known 
as the walking Walk-Over Man, in 
which the little “man,” an exact re- 
plica of the company’s famous 
trade-mark, dress suit and all, steps 
over the circle of Walk-Over shoes. 





The walking man has been attrac- 
ting attention to Walk-Over store 
windows for more than twenty years 
but it was only recently that a new 
model was shipped abroad for the 
benefit of the agencies there. 

Placed in the window of the 
Liverpool shop, the animated figure 
drew such crowds that the police 
protested to the manager that side- 
walk traffic was being seriously im- 
peded. As spectators continued to 
stand four and five deep in front 
of the window all day long, the 
manager was finally ordered to re- 
move the display. He demurred on 
the grounds that it was a legitimate 
advertising attraction and not his 
fault that it was serving its purpose 
so well. 














—C. W. Cowling, late great sales 
director of Ford Motor Com- 
pany, once said: 

—"Don't admit you have competition 
until you're ready to admit you are 
licked. Up to then it's just opposi- 
tion—and that always brings out 
the best that's in anyone.” 


All ress is based on opposi- 
ti ich, after all, is just a 
form of dare to do something 
better. 


—If we were all left alone without 
opposition or competition, or 
whatever you want to call it, to 
goad us on, the world would be a 
rather drab and uninteresting 
place to live in— 

—But, human nature being what it 
is, it’s a safe bet there'll be plenty 
of opposition in the years to come 
—and plenty of healthy progress 


as well. 


—And, if we regard opposition as 
a constructive stimulus, rather 
than as a destructive influence, 
we'll all be healthier, wealthier, 


wiser—and happier. 


es 


President 





When the authorities at last 
threatened action, two weeks had 
elapsed and the little mechanical 
man had done his job so efficiently 
that he was removed willingly by 
the store manager and shipped 
along to the next shop. 


F.B. HEITKAMP of New York 
says: 

“Let’s make it easier to sell and 
easier to buy. Let’s stick to the 
fundamentals. Let's not take 
chances trying to find some new 
way to do it. Go through your ad- 
vertisements. Watch the successful 
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campaigns and back-lights you used 
two or three years ago. Get them 
cut. Look them over. Let’s stick 
to the fundamentals and check up 
on our own sales tools. We are 
going to have better business, I 
think, but whether we have better 
business tomorrow, I say—check up 
on the sales tools that you give your 
sulesmen, and after the training you 
give them, give them something to 
go out and sell with, and go out 
with them and show them how to 
use those various sales tools.” 
* a - 


MERRILL A. WATSON, execu- 
tive vice-president of the Tanners’ 
Council of America, in a statement 
issued at the beginning of the New 
Year, said: 

“On the basis of present condi- 
tions in the shoe and leather indus- 
tries, the outlook for the physical 
volume of business in 1939 is prom- 
ising. Prospects in these industries 
are, of course, subject to the influ- 
ence of general business, carrying 
with it gains in employment and 
consumer purchasing power should 
be reflected in the shoe and leather 
outlook. 

“Apart from the encouraging 
prospects for physical volume of 
activity, the shoe and leather trades 
are confronted with the serious 


iA 
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problem of adjusting finished goods’ 
prices to the basis dictated by raw 
material costs. Despite recovery in 
hides and skins from depression 
values, shoe prices have remained 
comparatively unchanged. Tanners 
and manufacturers have largely ab- 
sorbed increased costs, while the 
value of the consumers’ shoe dollar 
has expanded notably. In fact, few 
consumers’ goods compare with 
shoes at present in the real value 
made possible by low dollar prices. 
The necessity for some moderate in- 
crease in shoe prices is generally 
conceded. Unless such increases 
are effected early in 1939 the main- 


tenance of present standards of shoe 
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quality would be endangered. Inas- 
much as the advances made neces- 
sary by higher raw material costs 
would increase retail quotations 
only slightly they are not expected 
to have any consequences upon re- 
tail sales trends.” 


EARLY R. CASS of Tulsa, Okla- 
homa, voices: 


“Ruts are self-made. Tennyson 
says of ruts, ‘A sleepy land where 
under the same wheel the same old 
rut would deepen year by year.’ 
Ruts and grooves are made through 
fixed, or established modes in our 
course of life. Salesmanship is a 
directing force in a changing world 
—a torch bearer in the parade of 
life. It leads the procession. It is 
a voice of command in a world of 
progress, a prophet of change, a 
leader of prosperity. A rut is a 
groove with both ends open while 
salesmanship searches the sky seek- 
ing cosmic rays. Salesmanship 
avoids humdrum, fixed ways, and 
looking back. It shuns the philos- 
ophy of the ‘good old days,’ and 
seeks happiness in the new. Ruts 
are made by folks who are afraid 
of change, afraid of life, afraid of 
adventure. Salesmanship believes 
in obsolescence, in rebirth, in ad- 
vancement. The history of the 
great progress of mankind clearly 
points to the fact that there is a 
state of mind, a way of life, a meth- 
od of living which doesn’t end in 
stagnation, defeat, and death. There 
is great danger in knowing noth- 
ing, humdrum, and senseless repeti- 
tion. Unless we advance, we retreat; 
unless we live, we die. Standing 
here today beside this mighty 
stream of selling power shall we 
check our position, our connection 
with this great force of life to see 
if we, in the use of this power, are 
in a rut or a groove?” 


CONCERNED over the tendency 
of American men to own fewer than 
twelve hats (the number regarded 
as “exactly right” for the hat ward- 
robe of the well-dressed man) repre- 
sentatives of the men’s hat industry 
met at the Hotel Waldorf-Astoria 
recently, to do something about it. 
As a result, the “twelve best-hatted 


men” in the country were an- 
nounced, as follows: Marshall Field, 
merchant and banker; Jack Demp- 
sey, restauranteur; Herbert Bayard 
Swope, president of the New York 
Racing Commission; Adolphus 
Busch 3rd of St. Louis, sportsman; 
Grover A. Whalen, president of the 
World’s Fair Corporation; Robert 
Cobb, vice-president of the Holly- 
wood Baseball Club, and Frank M. 
Champman, Jr., William Gaxton, 
Bing Crosby, Tyrone Power, Fred 
Astaire and James Melton, singers 
and actors. The names were an- 
nounced without regard to any or- 
der or sequence, it was explained. 














668% AISING the Boots” is the title 
of a news item in the New York 
Sun of 1833 (a copy of which has 
just been furnished by a friend). 








“| think I’ inning to get it figgered out now. 
? 1 att at the Pa repair shop and my lunch at the laundry.” 


that | left 


The story tells of a fellow who 
went to a Chatham Street store and 
there ordered a pair of fine boots 
made to his measure and sent to 
his hotel to be tried on to see if 
they fitted. He next went to a 
Bowery store and there likewise 


ordered. 


The boots being delivered to him, 
he contrived to send his old boots 
by messenger to the Bowery store 
to be mended, and the Bowery boots 
to the Chatham Street store to be 
stetched and then he put on the fine 
boots from the latter store and de- 
parted from the city. And that was 
the last ever seen or heard of him. 

The moral is that it’s well for the 
retailer to fit shoes in the store. 


HR. P. BEASLEY, president of a 
Lynchburg, Virginia, shoe company 
that liquidated a decade ago, has 
just received a post card mailed 
twenty-two years ago by a merchant 
in West’s Mill, N. C. It read: 
“Please have your salesman come 
to see me about February 20, 1917.” 


lt must have been my shirts 








COLOR And DASH 
In SPRING SPORT 


FOOTWEAR for Spring takes on a new dramatic ac- 
cent this year. It is the most important costume acces- 
sory for the new season and bags, hats, gloves and belts 
will be built around the selection of a pair of shoes. 
Outstanding in the new shoe crop are linens, with color 
combinations that can be attractive and smart with any 
basic color. They feature a practical note, too, these 
stunning Spring shoe creations, as they serve a double 
—even a triple—fashion service, being equally smart 
with afternoon sports attire, beach slacks or even with 
evening leisure costumes. 

An interesting feature is the various weaves that give 
a touch of glamour to the outdoor modes. A very popu- 
lar number is a sport oxford, Cuban heel, designed of 
woven brown calf and suede, and worn by lovely Helen 
Wood, NBC dramatic actress. Trim and smart as well 
as practical, these shoes fit perfectly into any sport 
fashion picture. 

Platform soles hit a new high. Last season they were 
definitely nearing the top in popularity, but with the 








STYLES 


AS DESCRIBED by 


FRANCES SCULLY, 
NBC FASHION EDITOR in HOLLYWOOD 


Spring crop of shoes it appears that they are here to 
stay. The single platforms will be supplemented by 
triple platforms in varied and vivid colors that will 
make sport ensembles a vision of colorful smartness. 
Especially in linen sport shoes, color combinations will 
be featured in the triple platform soles, which har- 
monize effectively with the solid color scheme of the 
shoes. Wedge heels, as well as platform soles, will 
blossom out in two and three colors. Introduced last 
season for evening wear, the spool heel will also be 
featured for Spring in dressy daytime sport shoes. 


COLOR is emblazoned everywhere. It is eupressively 
combined to create a distinctive design and the new 
shades that will reach the public are portygee tan (a 
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and heel for dress (Fern) 


sort of topaz); surf (first cousin to teal) ; Spanish 
wine (a deep rich shade) ; paesano red (probably the 
reddest red on the market and perfect with white) ; 
and fuchsia, that exotic blue-red shade so highly 
favored. 

Accessories are decisively in the Spring fashion head- 
lines, taking on new importance and going hand in 
hand with the gay shoes. They are designed of the 
same fabrics and leathers as the shoes and can be fea- 
tured in a lucrative manner in shoe depariments, he- 


cause one basic costume can serve numerous fashion 
purposes in the selection of various shoes with matching 
accessories. 

Marion Tally, NBC song star, displays how impor. 
tant colorful accessories can be, by selecting blue linen 
sport shoes, tied with red calico, and a matching red 
calico. zipper bag to wear with her biege slack suit. 
From all indications beach and sport centers will be em- 
blazoned with spectator sports attire intensely accented 
by smart footwear and accessories which dramatize 


the outdoor costume. 


WELL sign off now from the Lido of the Ambassador 


Hotel, whence this fashion preview broadcast has been 


brought to you by NBC stars and starlets wearing the 
latest in Spring modes. We appreciate the cooperation 
of the following firms in making this preview possible: 
Irene Bury and Connie Foster of Los Angeles for the 
sports attire; California Accessories and the Joyce Shoe 
Co. for shoes and bags. This preview has come to you 
through the courtesy of the National Broadcasting Co. 

















hoe Store 


Geuting’ s Occupies Fifteen-Story Building on 
Chestnut Street in Philadelphia and Establishes 
a New Altitude Record for a Family Footwear 
Establishment, Devoted Exclusively to Shoes 
and the Accessories That Go With Them— 
Move Is Seen as a Significant Milestone in the 
Development of a Leader in Shoe Retailing 


WHAT constitutes a family shoe store? The com- 
monly accepted definition is a store that serves ade- 
quately every member of the family. What aléo con- 
stitutes a family shoe store? To which the answer 
might be given: A store conducted by several members 
of one family. What constitutes a skyscraper shoe 
store? To which the answer might fairly be, a store 
that towers many stories over its neighboring buildings 
and is devoted entirely to the retail sale of shoes. For 
the purposes of this story, a single answer can be given 
to all three of these questions, and condensed into one 
word: “Geuting’s.” 








For with the opening of the new Geuting store for a 
preview to guests and the public on Monday, Jan. 9, 


Front half of street floor 
is devoted to hosiery, hand- 
bags and other accessories, 
while the rear portion 

given over to the Empire 








Quiet elegance of a men's 
club characterizes the de- 
partment devoted to men’s 
and boys’ footwear, which 
occupies a subsurface level, 
easy of access from street 
floor. Walls richly paneled 
in natural mahogany a 
other tropical woods. 


and for the conduct of regular business on the follow- 
ing day, the A. H. Geuting Co. of Philadelphia, in 
their new home, at 1312-14 Chestnut Street, next door 
to the four-story building that the house has accupied 
for several years, achieves the distinction of being the 
first skyscraper shoe store on the Atlantic Seaboard. 
Always important in the picture of retail shoe mer- 
chandising in Philadelphia, nationally known to the 
industry through the activities of the Messrs. Geuting 
in trade association work (A. H. Geuting 
several terms president of the National Shoe Retailers 
Association, and in fact one of the prime movers in 
the founding of the organization, and the youngest 
member, Joseph T. Geuting, Jr., took an active part 
in its most recent convention) the new store takes its 
place among the leaders in the matter of magnitude. 
Fifteen stories house the ten individual sections and 


was for 


shops into which the business is divided, each com- 
plete in every detail, and beginning with the superbly 
equipped men’s and boys’ selling floor into which an 
impressive stairway leads, from the street level, up to 
the tenth which is occupied by the advertising and pro- 
motional staff, each floor and department is complete 
and adapted perfectly to the purpose for which it was 
designed. 

In the men’s and boys’ store, on a subsurface level, 
there is all of the quiet elegance of a men’s club. The 
woodwork is in natural finish white mahogany and 
other tropical woods, the chairs of metal with leather 
upholstery, in different colors to avoid monotony, and 
the stock, while readily available to the sales force, is 
kept out of sight. 

The lobby entrance and the front half of the street 

[TURN TO PAGE 32, PLEASE] 


Third floor is given over to 
the children’s department 
in new Geuting store. 
Everything from _ infants’ 
footwear to "teen age shoes 
is sold in this department, 
made bright and cheerful 
by simple decorative treat- 
ment in pastel shades. 














& 
> * - = ~ 

Me - mn! 

Aten e - 


The shoe industry committee for the Hall of Fashion, 
Apparel and Accessories Building at the New York 
W orld’s Fair plans its membership drive for the Fashion 
Arts Club. From left to right: E. R. Dibrell, chairman 
administrative and promotion committee of Apparel and 
Accessories Associates, Inc.; Herman Delman of De 

Inc., chairman of the shoe industry committee; Joseph 
McGee of Jodel, Inc., Manuel Gerton, Saks Fifth ‘Avenue; 
Bertram F. Wilson, shoe representative for the Apparel 

and Accessories Associates, Inc. 


EE 


Below—Bernard Gilbert of High Point, N. C., tries his George Ledbetter of Ivey's + geen ag Store, Char- 
lotte, in a genial 


shoes on Miss Adams, model at the Charlotte Shoe Fair. 
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I. Goldman, Burlington, N. C., sizing them up at the 
Fair. 





Below—The Charlotte Shoe Fair committee discusses 
matters of mutual interest. Reading from left to right, 
top row: C. A. Daniels, chairman reception committee ; 


, Charlotte Chamber of Commerce ; 
E. B. Terhune, president, Boot and Shoe Recorder. 


Charles Adler and Sam Adler of Raleigh, N. C. find 
points of interest in the shoe they are examining. 


eeerTy 





Robert Levine president of the Charlotte Fair writes 
an order while L. D. Kimball, of Graham’s Cash Store, 
Spartanburg, S. C., left, and L. H. Tinsley of the 
Gaffney, S. C., unit of the same firm, right, looks on. 


Eli L’Esperance, re-elected president 

of the Northwestern Shoe Retailers’ 

Association at the convention last 
week in St. Paul. 


Maude Thompson, director oj the 
Fashion Show at the National Shoe 
Fair, with Dr. John “‘artin Hiss and 
Ruth Hamilton of ruth Hamilton 
Associates, of Los Angeles, California. 


East Meets West and North Meets South 
at Shoe Conventions and Trade 
Fairs This Month 


L. R. Bruno of the Cinderella Shoe Shop, Charlotte, 
and Robert Levine, president of the Charlotte Show, 
pose with Miss Page, a model, at the Charlotte Fair. 








Leather Luggage 
Bring PROFITS To Shoe Stores 


Marjorie Weaver, 20th Century-Fox 
star, believes in a complete luggage 
ensemble. 


LEATHER luggage departments in shoe stores have 
long been regarded as logical adjuncts to the conduct 
of a good retail shoe store. 

Many establishments, particularly in the South, have 
found the operating of a leather luggage department 
which specializes in the better grades of goods, to be a 
most profitable source of added income. Such a de- 
partment, carrying the newer, smart leather luggage 
items, proves itself to be an excellent medium for 
increasing store traffic interested in first-class merchan- 
dise. 

Now with leather handbags, leather jewelry and 
leather novelty goods so well established in the acces- 
sory sections of nearly every shoe store in the country, 
the adding of a line of well-made wanted leather 
luggage is only the next logical step. 
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Departments 


Past experience of several shoe stores has shown 
what can be done in presenting good luggage to their 
patrons. All feel this year offers some exceptional 
opportunities in this line. Many of the better luggage 
manufacturers are eliminating the canvas coverings 
entirely from their lines and concentrating on good 
leather. This move is being done to remove their 
products from the highly competitive field and plays 
right into the hands of shoe stores operating in the 
medium and better classes of shoes. 

Several logical reasons are advanced by retailers 
who have experienced fine public response to their 
stocks of good luggage. Cruise, Florida and California 
Spring travel will be better this year than before. 
according to reliable sources. Summer travel is ex- 
pected to reach new peaks in all types of transpor- 
tation. 

Fitted leather cases, week-end, fortnighters, light- 
weight leather bags for plane travel, in fact all types 
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Departments Carrying Well-Made Luggage Preve 


to be Excellent Media for Increasing Store Traffic 


and Bringing Added Inceme to the Shoe 


of hand luggage are being made with new ideas of 
travel comfort and fine practical appointments. 

A Massachusetts retail shoe establishment has shown 
a very interesting operation in its luggage section. 
About three years ago, Thomas S. Childs, Inc., Holyoke, 
decided to add luggage and small leather goods to its 
other departments. Starting in a small way, this de- 
partment is now doing a four times turnover on the 
inventory stock. This year, according to Benjamin 
W. Childs, this department should increase consider- 
ably; due to its fine money-making and traffic increas- 
ing potentialities, it has been given a very prominent 
spot near the main entrance. 


NEW up-to-date wall cases with indirect lighting and 
movable shelves surely attract a lot of attention. Sell- 
ing is done directly from the display cases. As will 
be noted in the accompanying picture of this new 
department, the displays are all of the open variety. 
Genuine Cowhide, Aniline and Rawhide wardrobes; 
hat boxes; vanity cases; fitted cases; make-up kits; 
zipper bags; midget wardrobe trunks and locker trunks 
comprise the major part of the stock for women. For 
men are Gladstone bags; two suiters; zipper shirt 
bags; brief cases; fortnighters; dressing kits; business 


Store 


cases; passport case; letter case; bill fold; key-tainers 
and military brush sets. 

The foregoing merchandise has a steady sale through- 
out the year, with peaks during May, July, August, in 
addition to the holiday-cruise-wedding affairs. 

In asking various stores having a leather luggage 
department of the better type, the following consensus 
Leather luggage has in- 
creased in many shoe stores, especially those having 
a separate department for the display of it. A com- 
petent luggage man placed in charge is a valuable 
asset to a luggage department. As in some cases the 
luggage department is in connection with the men’s 


of opinion was compiled: 


shoe section, one man who has an aptitude for luggage 
being detailed to run this department. 

Stores that have segregated the luggage to a section 
of its own and who specialize in only the top grades, 
report that this business has grown to an amazing 
extent. 

Leather luggage now on the market is entirely differ- 
ent in consumer appeal from those pieces shown only 
in the past year or so. Previously a leather bag was 
a necessity only when the great adventure of a rare 


trip was to be made. Now with nearly every person 


The luggage shop im Thomas S. Childs store in Holyoke, 


Mass. has developed 
turns its 


om a small department into one which 
inventory four times a year. 
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Renew the Spirit of Independence 


THE spirit of independence lives, not only in the Green 
Mountain State of Vermont, but in the shoe trade itself. 
You have read about the battle of the Vermonters in the 
fight over flood control between State and Federal Gov- 
ernment. It is a modern piece of history which shows 
us that they think straight in the Green Mountain State, 
and that they’re not accustomed to taking orders from 
Washingon, or from anyone else for that matter. 

They’re not fools in the hills of Vermont for they do 
want flood control, but they want something to say about 
how and where, when and why, and they’re sticking to 
their guns. 

It may be a far distance from an example of state 
versus federal rights to a little resolution passed by the 
Michigan Retail Shoe Dealers Association, but it’s the 
same spirit of independence back of both actions. A 
convention was held in Detroit last week and the mem- 
bers listening to the reading of a bill to be proposed 
in the Michigan Legislature then voted: 


“The shoe merchants of Michigan are opposed to 
any measures, bills and laws being proposed to the 
Legislature increasing in any way the burden of 
taxation, believing that the multiplicity of boards, 
examiners and State employees perpetuate cost and 
expenses into the future, and that this is no time 
for the addition of taxes to pay for such machinery 
of government in class legislation not directly ex- 
plainable to the public as in the broad public in- 
terest.” 

This little resolution has more to it than the action of 
any of the associations, national or local, that have held 
meetings since the turn of the year. 

The burden is very self-evident if you will re-read it. 
It says stop adding to the burden of taxation, stop add- 
ing state employees, stop cluttering up the law books 
with stuff that is class legislation, give real thought to 
the public alone. 

And the Legislature of Michigan is asked to hold to 
laws and lawmaking in the broad public interest. We 
need more of that spirit in America. 

The simple way of business is traditiofial in the shoe 
industry which has asked for no class legislation of any 
sort in a long period of years. What it has asked and 


received in the National Congress, in the way of tariffs, 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


is so small that it is barely a flea bit on the hide of an 
elephant. 

So, the reputation of the shoe trade stands high in 
every Legislature in the United States, and shoe. men 
want to keep it so. They freely compete in an industry, 
that’s wide open for opportunity for small and large. 
In fact, one of the outstanding comments at the conven- 
tions this year has been the fact that there was practically 
no bitterness within the trade family itself, between the 
various forms of manufacture, or the various forms of 
distribution. The only criticism that men have is their 
own failure to make the most of their opportunities. 

Certainly no industry in America can claim as free 
spirited a field of enterprise as shoes. We think the 
spirit as expressed in this resolution, and passed in the 
convention at Detroit, should be copied by every associa- 
tion in America, in every field of effort. 

There is far too much “fancy work” going on in legis- 
lative halls today—economic as well as legislative. 
Every little bill carries with it the necessity for a 
bureau, or a board, examiners, state employees, ste- 
nographers and equipment, and all things that go with 
the mechanics of regulation. It’s high time we called 
an end to it, and Michigan leads the way. 

One other thing they do well in Vermont, that is 
to hold town meetings, the simple form of local repre- 
sentation that has survived the ages as a functioning in- 
stitution. Every citizen has the right to “his say before 
his fellow men.” We wish that there were more of the 
spirit of the town meetings in our own trade associa- 
tion activities. The majority of the meetings are planned 
from the platform “at the audience.” The voice of a 
member of the trade is seldom heard in the halls of 
our meetings. Not that they are inarticulate, but they 
feel that opinions are not very welcome. There once 
was a time when we had association meetings with 
plenty of floor discussions. We hope those “town meet- 
ing” times will come again. 
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@ IF YOU DON’T CARRY THEM— 
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Texas Shoe Men 


Shoe Retailers of Texas and 
Oklahoma Adopt Strong Resolu- 
tion at Largely Attended Con- 
vention and Shoe Show Held in 
Conjunction with Southwestern 
Shoe Travelers. Glen D. Jones 
of Fort Worth Unanimously 
Elected to Presidency of Retail 
Association for the Coming Year 


Voiee Tax 
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Protest 


New officers of the Southwestern Shoe Travelers Association meet with 
John M. Hartman, newly-elected president of the national association. 
Front row, left to right: W. T. Stephenson, chairman of the Board of 
Directors; Mr. Hartman, W. T. Mitchell, secretary-treasurer. Back row: 
C. W. Gross, president of the Southwestern, and Nat Cohen, vice-pres. 


San Antonio, Tex.—Hailed in advance as the “sec- 
ond largest shoe fair” in the United States, the claim 
was supported by the 26th Annual Convention of the 
Texas-Oklahoma Shoe Retailers Association and South- 
western Shoe Travelers Association held at the Hotel 
Gunter here, Jan. 15-18. Retailers from every state in 
the entire Southwest, from Tennessee, Missouri, 
Nebraska and even Arizona, came, listened and bought. 
Earl Jacobs, one of the pioneer N.S.R.A. directors jour- 
neyed here from Arizona to be with his shoe fraternity 
friends. It was a most successful meeting. 

Speakers at the noon luncheons faced audiences of 
500 to 600 interested spectators. Aside from the buying 
and entertainment features, the serious side of the shoe 
business was given due consideration. Forceful ad- 
dresses by Paul C. Kelly, vice-president of the American 
Retail Federation, Washington, D. C., who summarized 
the various sales taxes now in effect in many states, and 
by E. W. Smartt, manager of the Oklahoma Retail Mer- 
chants Association, resulted in the following resolution 
being adopted by the assembled shoe men: “Be it 
resolved by the Texas Shoe Retailers Association in 
annual convention assembled, at San Antonio, Tex., on 
Jan. 17, 1939, that we are aware of the tremendous bur- 
dens of taxation that are now heaped upon our citizen- 
ship; that taxation that must be either passed on to 
our customers, the consumers, in the price of our 
wares, or borne by us; that taxation for the upkeep of 
government of all characters, is taking a toll of more 
than 25 per cent of our gross income and that it is the 


largest item entering into the cost of operating busi- 
ness; that it has reached that point, in our opinion, 
where it stands as a barrier to economic recovery and 
is delaying, rather than aiding, the return of prosperity, 
and that a further increase in the cost of government 
at this time would be in a measure confiscatory of 
business. 

“We, therefore, go on record as vigorously opposing 
any further increase in taxation of any kind or nature, 
or the levying of any new taxes and recommended to the 
Legislature of the State of Texas that they balance the 
budget by a reduction of appropriations or costs of 
government; and that our state officials, both elective 
and appointive, are urged to operate their various and 
sundry departments on a more efficient and less ex- 
travagant basis. We condemn waste in all forms, and 
demand at the hands of our public servaats, less politics 
and more sound business judgment in government. 

“Be it further resolved that a copy of these resolu- 
tions be mailed to each member of the House of 
Representatives and of the State Senate and to the vari- 
ous executive offices of the State of Texas.” 

L. E. Langston, executive vice-president of the 
N.S.R.A., acted in his official capacity in telling of the 
workings of his organization and also served as master 
of ceremonies at the luncheons. W. T. Stephenson was 
chairman of the Tuesday noon luncheon. A telegram 
from C. H. Fontius, president of the California Shoe 
Retailers Association, conveying the good wishes of 
his organization to the convention, was read. 

[TURN TO PAGE 47, PLEASE] 
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THREE PARTNERS IN TRADE— 


THE CUSTOMER—THE MANUFACTURER—YOURSELF 


If all three were to sit down and talk trade some ideas of benefit 
to the industry would surely pop up. The idea that people should 
be educated to higher priced shoes and better grade shoes might 
be an unchallenged conclusion. In grading up it is a good plan to 
start with sole leather. This is particularly true with men’s shoes. 
They get a tough break at all times. 


KISTLER “BENCH BRAND” SOLE LEATHER 


on men’s street, dress, sport and heavy-duty shoes will stand up. Its 
merit gives you ample ammunition for effective fitting-stool talk. 
Tell the customer what satisfaction can be expected from its service- 
able, moisture-resisting, easy-on-the-feet qualities. An appeal to 
his interest moves him easily toward a purchase. Time and time 
again it has been proved that profitable selling is due to product 
more than p' 


THIS CHART REPRESENTS 4 
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TO RETAIL AT 3” UP 


largest selling style shoe in the upper price brack- 
ets. And the Cossack! For 1939 these two plus the 
Caribee, Carioca, Mystic...and Pliable Platforms, 
Spring Arch’*, ete. 


INDIVIDUAL PROFITS! Each Walk-Over in this Feature 
Fashion line gives you a substantial margin of 
profit—equal in dollars to what you'd get for twice 
the sales effort from many lower priced lines. 


VOLUME PROFITS! There are two big reasons why you 
can build real volume with these shoes. First, be- 
cause unlike most high-profit style lines, these 
Walk-Overs are nationally advertised. Vogue, 
Woman’s Home Companion and now Life will 
pre-sell the women of your community. And, 
(reason number two ), this is a line of pace-setting, 
exclusive fashions. Witness the Cabana, world’s 


*REG. U.S. PAT. OFF. 


CARIBEE 


MERCURY 


PRESTIGE PROFITS! These shoes attract the style- 
minded, free-spending type of woman—resulting 
not only in extra pair sales, but identifying your 


store as a fashion center of importance. 


REPEAT PROFITS! And these women, attracted by 
Walk-Over outstanding Style, are made into per- 
manent repeat customers by the unique comfort 


of Walk-Over Fit. 


Wire or write for the complete Walk-Over story as it relates to your community. 


GEO. E. KEITH COMPANY, 


CAMPELLO, 


BROCKTON, MASS. 
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One-Cent Sale 


At the close of their regular end- 
of-the-season clearance sale, the Betty 
Lee Shoe Store of Austin, Texas, 
holds a one-cent sale—offering a 
second pair of shoes for one cent 
when purchased with a pair at the 
regular price. 

“The plan has been used at six or 
seven month periods and gets good 
results,” reports store owner Sam 
Lichenstein. Although this type of 
sale will show a small loss Mr. Lich- 
enstein considers it practical and 
profitable. It enables him to dispose 
of shoes that would show a greater 
loss if held so long that they would 
have to be sold at a greater reduction. 
“Also it practically eliminates carry- 
ing over stock from one season to 
another.” 

* * * 


“Styled to the hour . . . their splen- 
did quality has not changed through- 
out the years.” (Gude’s, Los Angeles) 





A Boot and Shoe Recorder Department 
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by JOHN F. W. ANDERSON 


Display on 2 Slant 


Wanamaker’s, in New York, catches 
the eye of passing shoppers with at- 
tractive novelty shoes displayed on 
sloping display tables in the front of 
their men’s shoe department. 

They draw the customer’s attention 
because of the unusual angle shot. 


“Evening formals. Lovely to look 
at... heavenly to wear ... and how 
beautiful they make your feet!” 

(Fashion Bootery, San Francisco) 


—OPI— 


Picking the Winners 

How to pick your Spring line is 
becoming increasingly difficult owing 
to the hundreds of new styles offered. 

To pick the leaders Holland-Jone- 
Company of Holland, Virginia, sug- 
gest enlisting the judgment of 
fashionable young women in your 
town. 








Write twenty-five or thirty persona! 
letters to prominent young socialites 
praising their good taste and indi- 
viduality in dress. Ask them what they 
are planning to buy in the way of 
footwear for Spring and ask them to 
drop into the store for a pair of 
complimentary stockings. 

To the young lady whose selection 
proves to be the best seller give a 
pair of shoes as a prize. 

Besides reaping the advantages of 
their good taste you will surely make 
several good customers. 


—O.P.1L— 


What’s News for Spring among the 
Retailers: 

Titche-Goettinger, Dallas, is featur- 
ing black patent pumps and step-ins 
with open toes and quarters. 

“Shoes alive with youth” aptly de- 
scribes O’Connor & Goldberg’s new 
De Liso Debs—in the popular priced 
field—styled to harmonize with 
fashionable attire. 











OLB SHOES 


UGGINS has for many years cooperated with the Convalescent 
Aid Society, which helps to care for the needy sick people of this com- 
the red tape surrounding most public relief agencies, and we feel they 
fill a most important and helpful place in Pasadena. 





The Thrift Shop is particularly anxious to receive sboes—and minor 
repairs on old shoes will be made without charge by Huggins before 
they are placed on sale. Discarded shoes for the Thrift Shop may be left 
in our store, if you choose. We will attend to necessary repairs and send 
them to the Thrift Shop for you. 

Or you may call SYcamore 3-7981 and The Thrift Shop will call for 


Funds for this work are earned from the operation of the Thrift Shop, them. 
at Green and Raymond, where discarded, used articles of every descrip- 
tion are sold for a few pennies to poor people who can pay no more. 

If you have old, unwanted clothing, furniture, pictures, books—an bing 





at all you no longer need—send them to the Thrift Shop and assist in 


COLGRACO AT MADIBON ¢ PASADENA HK 












Huggins Shoe Store in Pasadena creates good business by first creating community good will. 
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BEST IDEA OF THE WEEK 
YOU DON’T NEED TO APOLOGIZE FOR A SALE 
(Morris Wolock, Wolock & Bauer, Chicago) 


O. P. Ideator—“You sure are packing the store with 
customers today, Mr. Wolock?” 


Mr. Wolock—“Well, that’s what we are in business 
for!” 

O. P. Ideator—“Did those big disks pasted on the 
window help?” 

Mr. Wolock—“They sure did—like a traffic stop 
sign.” 

O. P. Ideator—Why?” 

Mr. Wolock—“Don’t you try any of that Elmer 
Wheeler business on me. Why do you ask me why? 
This is a time in business when you don’t need to 
apologize for a sale—the public is getting sweet mer- 
chandise and knows it. New styles are arriving so 


rapidly today that the public walks over you if you 
don’t keep moving forward—and after all ‘get the 


as rapidly as possible and opening up our Spring show- 
ing as early as possible—For the Chicago Shoe Fair 
says this is to be an active Spring.” 


O. P. Ideator—“Thanks. I think your window says 
come and get ’em, and that’s the best idea of the week.” 





O. P. Ideator—“So?” 





money’ is still a good mother of business.” 


Mr. Wolock—“Yes, you do or you don’t--and we 
does—and we are clearing out all our old merchandise 

















Dutch Girl shoes are stressed by 
the Fair, Chicago,—stool heel, plateau 
last—numerous styles and fabrics. 

Hutzler Bros, Baltimore, favor all 
white shoes for the South—in Dutch 
iasts, stretchable suedes and cut-out 
oxfords. 

Fish net sandal pumps in White 
with blue kid—black patent—or 
Luggage tan trim or in all white are 
drawing at Anthony’s in Palm Beach. 

Delman’s is offering shoes with a 
southern accent “exciting wisps of 
slippers, toeless and backless, some 
with contrasting platforms.” 

Robinson's, Los Angeles, looks to 
an active year in ringed lizard— 
“Rhamgodies—fine tapestry textured 
skins from the far off islands of 
Malay.” 

Toeless, backless slip-ons are being 
promoted by Volk’s, Dallas, of per- 
forated alligator calf; also smooth 
calf or sleek, shining patent; all with 
matching elasticized gabardine; on 
high or mid-high heels. 


e-.% -®@ 


“The vogue for glitter goes to your 
feet—our newest evening sandal 
steal: the spotlight from your jewels.” 

(Lord & Taylor, N. Y.) 








made unhappy by being forced into ill- 
fitting, wnattractive, bad wearing shoes. 
feet « . « treat them 
pom hy oh a ‘s TOWN- 
STOPS . .. shoes with comfortable, 
easy lines, snappy appearance end 
long life! 
Sketched is oxford in black or 
brown calf, te give YOU com- 








*~PIDGEON’S» 


25 CLINTON AVE. S. 
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you can “keep your feet 
happy” in shoes that appeal to 
your feet as well as to your eye. 


A local merchant put the following 
sign in the window to assure the 
honesty of his sale. 

NO MERCHANDISE HAS BEEN 
BOUGHT FOR THIS SALE. THE 
MERCHANDISE NOW BEING 
SOLD IS FROM OUR REGULAR 
STOCK. 

UNFORTUNATELY WE MAY BE 
OUT OF AN ITEM DUE TO AN 
UNEXPECTED DEMAND. 

THERE WILL BE NO ADDI- 
TIONAL STOCK TO .PROLONG 
THIS SALE .. . THIS IS REALLY 
A SINCERE SALE. 


Information, Please! 


A merchant writes in asking 
whether or not he should have price 
tags on his shoes in the window. 

He carries 85 per cent of ‘his mer- 
chandise in ladies’ footwear priced 
from $6.50 to $10.50 and men’s from 
$7.50 to $10.00. He states his store 
location is 100 per cent—being in the 
center of the town at a bus stop. 

Would the use of price tags in- 
crease his sales? 

He’d like your opinion. 

Address O. P. 1. Editor 











A. S. (Lefty) Rowe Put His Interest in 
Horses and Horsemanship to Work in Stimu- 
lating Interest and Creating a Demand for 
Riding Boots and Fancy Riding Regalia. By 
Setting an Example to His Potential Custom- 


ers He Reaped a Harvest of Additional Sales 


This boot window featured by the Harris 
Company drew much consumer attention be- 
cause of its picturesqueness and its historical 
background. Note the firearms which focus 


attention on the merchandise. 













A. 8S. ROWE 


THOUGH California has always been keen for riding, 


within the past two years a new interest in horses and 
consequently in boots has arisen. A. S. (Lefty) Rowe, 
formerly owner of the men’s shoe department of The 
Harris Company in San Bernardino, Calif., and now 
owner of the Compton Shoe Store, increased his boot 
business by a large percentage and had a good time 
doing it. He was very active in sponsoring an interest 
in Western riding, and the result was greatly to his 
benefit. Realizing that the demand for Western outfits 
is naturally strong in Southern California, Mr. Rowe 
made a play for the fancy boot business of the county. 
In order to sell fancy riding regalia the merchant 


Retailer’s Hobby Pays Dividends 
In Riding Boot Sales 
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himself must stimulate interest and create a demand 
for the merchandise. This Mr. Rowe did in various 
ways. He was instrumental in starting, under the leader- 
ship of Emmett Shay, Sheriff of San Bernardino County, 
a mounted posse consisting of prominent horse fanciers 
of that county. The organization of this Western posse 
created a demand for fancy boots and therefore, after 
making himself personally acquainted with members 
of this posse and their friends who owned horses, Mr. 
Rowe provided them with the best and choicest mer- 
chandise in the boot line. This type of clientele, he 
discovered, was not interested in a cheap boot but 
would willingly pay $35 for a pair that suited. Then, 
too, not only did he elicit admiration from prospective 
customers by wearing the loudest and fanciest boots 
available, but he participated actively in various riding 
activities of the section. This Fall Mr. Rowe joined 
the posse in a five-day ride which offered him an op- 
portunity to bolster up his boot business. On this trip 
he wore a pair of boots most likely to attract attention, 
boots which aroused much flattering comment and were 
the incentive for a number of future sales. 

San Bernardino held a big Pioneer Days celebration 
in the late Fall, a celebration which made the Western 
outfit and cowboy boot almost essential for everyone 
participating. As Mr. Rowe had charge of the big pro- 
[TURN TO PAGE 34, PLEASE] 
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e does know that the 
r shoes stay neat and 
that this pair is more 
ble in the toe because 


re no wrinkled linings. 


stinctively, she pays her 
p to Celastic in going back 
e same store — or in asking 
e same brand — when she 


s her next pair of shoes. 


THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON. MASSACHUSETTS 





Sous the lease for new Geuting skyscraper shoe store. 
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Indiana Shoe 
Buyers’ Week 


Standing, left to right: 


Real estate representative; Joseph T. Geuting, Sr.; Joseph T. Geuting, Jr.; O. W. 
Marden. Seated: William A. Geuting; real grok. representative ; ‘Anthony H. 
Geuting; George N. Geuting. 


Skyscraper Shoe Store 


[CONTINUED FROM PAGE 17] 


floor is devoted to hosiery, accessories 
and handbags, each appropriately 
placed, the first two on each side of the 
entrance, the handbags being assigned 
to an island counter in the center. 
Immediately back of this lobby is the 
Empire Shop, in which women’s style 
shoes in the higher price brackets are 
sold. Its finish and furnishing, as in- 
dicated by its name, has the Empire 
motif. The second floor is devoted en- 
tirely to the more general line of 
women’s shoes, in which all of the 
styles and price ranges other than 
those in the Empire Room are carried. 
Here too, and in fact throughout the 
stores, while ample opportunity is given 
for display of styles, stock is kept out 
of sight. 

The third floor is the children’s floor. 
Here will be kept and sold all of the 
juvenile lines, from infants’ footwear 
to the special sorority department de- 
partment devoted to shoes for the ‘teen 
age. Departing from tradition of toy- 
land scenes and the like for a juvenile 
department, the color scheme and ap- 
pointments are plain and the shades 
pastel, producing a general effect that 
is most pleasing and cheerful. 

With such a variety of requirements, 
stock assumes volume proportions and 
the fourth floor is devoted entirely to 
taking care of that part which is in 
more immediate service. The fifth 
floor is the beauty salon, long a fea- 
ture of the Geuting business, and one 
which in the new building has been 
considerably expanded. In addition to 
an augmented staff, the very newest 
and most efficient types of equipment 
have been installed, not only with a 


view to better service to the client but 
to the shortening of the length of time 
for operation. 

Facilities for packing, delivery and 
shipping take up the space of the sixth 
floor, and here, too, the arrangements 
are pointed toward promptness and ac- 
curacy in getting their purchases out 
to customers. 

Administration, the accounting de- 
partment, and the private offices of the 
members of the organization are lo- 
cated on the seventh floor. Well lighted, 
half-high partitions in the accounting 
division and tastefully appointed pri- 
vate offices create a pleasant environ- 
ment for the clerical staff and for 
visitors. 

A recreation room for the store 
organization, which may also serve as 
a room for staff meetings or similar 
events, with accompanying retiring 
rooms, is one floor higher, and above 
this is a completely equipped repair 
department. Here remodeling or re- 
pairing of shoes by any of the processes, 
welt, turn, cement, or inside stitched 
may be done, and the uniformed service 
force is visible through a large plate 
glass screen. One floor higher, the 
department of advertising, promotion 
and display is reached, where advertis- 
ing copy, announcements and the like 
are prepared, and where the reserve of 
decorative supplies, fixtures and equip- 
ment is kept. Above these is space for 
the various supplies, reserve stocks and 
the like that may be needed in the con- 
duct of the business. 

That this great shoe enterprise has 
aroused great interest throughout the 

[TURN TO PAGE 47, PLEASE] 


by HOWARD M. RUDEAUX 


INDIANAPOLIS, IND.—Despite the ad- 
verse weather on the opening day of 
the sixteenth annual Indiana Shoe 
Buyers’ Week at the Claypool Hotel, 
here, shoe men from all parts of Ohio, 
Michigan, Illinois and Kentucky were 
registered and buying was heavy to 
almost double last year’s volume in 
some instances. 

One hundred and twenty-five lines 
on display exceeded the number of 
1938. Buyers generally are more op- 
timistic and orders were larger, ac- 
cording to shoe salesmen. According 
to the official count of the Indianapolis 
Convention Bureau, in charge of regis- 
tration, 575 shoe merchants had regis- 
tered the first two days. 

Patent leather footwear played an 
important part in the displays and 
sales the first two days of the gather- 
ing. Open toes and heels with and 
without perforations, and some orna- 
mented with beautiful ties in Japonica 
and Fresh Earth were colors most 
popular. Naturals in all-over shoes as 
well as combinations with suede to 
match were among the best sellers. 
Stepin types are popular, especially in 
the styles coming up higher on the 
instep with open toes and heels buckled 
on outside at the back, with vamps 
ornamented in dainty cut-out designs, 
pleated together and held in place with 
loops, ornamented with colored designs, 
were displayed in all exhibits and 
pronounced very good. 

There was a tremendous interest in 
mesh shoes, particularly black mesh, 
trimmed with patent leather; also 
shoes in all prevailing colors, trimmed 
to match or blend, were predicted for 
Summer wear and pronounced out- 
standing by many of the leading foot- 
wear manufacturers. It appears that 
even the most conservative types this 
season must be styled up with a note 
of newness that will place even the 
staple types in the style picture. 

Among the novelties displayed were 
Canal Clogs, with wooden soles and 
heels in blue, natural, white and com- 
binations. Sales were reported very 
good, and demand exceeding produc- 
tion. Heels have changed little, and 
from the general line of merchandise 
salesmen will find little trouble in 
tempting buyers with the new smart 
line of footwear. 

On Sunday afternoon the ladies at- 
tending the convention were enter- 
tained at a theater party, in charge of 
Mrs. E. P. Bayless, chairman of the 
entertainment committee for the 
ladies. In the evening there were cards 
and bingo parties, and other entertain- 
ment was provided through the three 
days of the gathering. 

On Monday night, the annual ban- 
quet was held in the Riley Room, where 

[TURN TO PAGE 47, PLEASE] 
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“LIKE FATHER LIKE SON.” “Hans,” the new Amsterdam Dutch 
Boy last for boys’ shoes, takes its place beside the popularly ac- 
cepted Amsterdam last for men. 


or om. St 


It is destined to find great favor in many boys’ lines for Spring 
and Summer. The first practical adaptation with the Dutch influ- 
ence in boys’ lasts will be received with favor by your trade. 


Its interpretation means better fit, more comfort, and elimination 
of vamp wrinkles. 


UNITED LAST COMPANY 


56 Cherry Street BROCKTON BRANCH Brockton, Mass. 








It doesn’t make any difference how many 
shades of white you may use—for each 
can be matched perfectly with Scuffless 
“PYRAHEEL” plastic heel covering. And 
in addition to white you can get “PYRA- 
HEEL” in almost any contrasting color— 
in almost any leather grain! 
“PYRAHEEL” has helped other shoe deal- 
ers do a BIG job with white shoes—and it 
should do the same for you. It’s the sleek- 
looking covering that can take kicks and 
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PYRAHEEL 


REG. UB PAT. OFF. 


scuffs without a mar to spoil its new ap- 
pearance. It’s the durable material that can 
be made clean-as-new with a damp cloth. 
And it’s the sales-winning feature that 
should help you cash in on extra sales this 
spring and summer. 

Right now is the time to plan your pro 
motions. See to it that your supplier uses 
Scuffless “PYRAHEEL.” We'll be glad to 
send samples and a complete list of manu 
facturers now featuring Scuffless heels. 


E. |. DU PONT DE NEMOURS & COMPANY, INC., PLASTICS DEPARTMENT... ARLINGTON, NEW JERSEY 
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Leather Luggage Departments 
Bring Profits 


[CONTINUED FROM PAGE 21] 


travel-minded, well made, smartly ap- 
pointed leather luggage is considered 
a “must” by a great majority of the 
public. 

Luggage, too, is thought of as a 
number one gift item, so a store with 
a well-selected assortment of the newer 
and better items adds greatly to its 
prestige. This good merchandise is 
never “footballed” as are the cheaper 
kinds, so merchandising markdowns 
are practically unknown. 

One good retailer who did not wish 

to be quoted said, “Our experience in 
this department has proven to us that 
luggage is an added feature that sells 
readily in the best grades and affords 
a satisfactory return for the money in- 
vested. 
“As luggage is sold mostly in sets, 
a store is in a first-rate position to 
make many comeback sales for addi- 
tional pieces. It is just as possible 
to select one’s own pattern and specify 
certain appointments thus establishing 
an exclusive line, as it is to do this 
same thing with a line of shoes. 

“A couple of hundred dollars will 
give a store a wel!-selected assortment 
of fitted bags for which there is a 
fairly steady sale throughout the 
year.” 

Stores are finding the public not 
so much interested in tricky items .as 
in fine, well-made quality goods, hav- 
ing the newest appointments. Lug- 
gage of this sort does create good ad- 
vertising for the store handling it, we 
learn. The new suntan leathers in 
topgrain cowhide are having a big 
vogue, especially for airplane and 
streamline train travel. So many 
good-looking, good-wearing bags are 
being made of rawhide, that a shoe 
store buyer should carry a represen- 
tative line of this desirable merchan- 
dise, too. 


Successful Show Held 
In Birmingham 


BIRMINGHAM, ALA.—Several hundred 
retail shoe buyers from seven southern 
states attended the Southern Shoe Ex- 
position at the Tutwiler Hotel, here, 
January 15-16-17. The Sunday open- 
ing was greeted by a rainy day, but 
despite this fact shoe buyers from all 
sections of Alabama, Mississippi and 
Georgia arrived in Birmingham in 
considerable numbers. 

Footwear for immediate delivery 
from the in-stock houses of St. Louis 
and Boston booked large orders. Buy- 
ers from other southern states arrived 
Monday, and at the close of the show 
Monday night many factories reported 
capacity business. 

Patent leather is leading in sales by 
a wide margin for early delivery. 
Whites are favored for after Easter, 
with wooden sole clogs selling in large 
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A SHOE IS NEVER SOLD RIGHT 
UNLESS IT FITS RIGHT 


New York Office:—Room 743 Marbridge 
Bidg., 47 W. 34th St., New York, N. Y. 


N. J. Levy, Manager 


Chicago Sample Room:—Morrison Hotel, 


Room 752, Chicago, Ill. 
Barney Coens, Representative 


Most styles priced at $3.90, giving outstanding values at $6.50, but chal- 
lenging competition at $6.95, $7.50 and even $8.00. Procurable with either 
EST or FOOT FRIEND bottom stamp. 


the ARCH 





That's an axiom as old as the 
shoe fitting art, but just as true 
is the fact that the most expert 
fitter cannot make a perfect fit 
unless the shoe itself has supe- 
rior fitting qualities. It is “ 
cause of the superior fitting 
qualities of Drew ARCH REST 
and FOOT FRIEND Shoes that 
leading merchants everywhere 
are featuring these two lines. 
Full freedom at the forepart, al- 
lowing unretarded circulation of 
the blood, no pinching or cramp- 
ing of the nerves and muscles; re- 
duced heel fitting which assures 
a snug-hugging support at the 
heel without slipping or gap- 
ping; made over lasts that are 
new and orthopedically correct 
in every detail; making Drew 
ARCH REST and FOOT 
FRIEND Shoes easier to fit, 
easier and quicker to sell. Beau- 
tiful mellow uppers, 7!/2 and 8- 
iron oak tanned first cutting 
outsoles, 5 and 5!/,-iron first 

uality flexible split insoles, and 
the tailored trimness of careful 


styling and expert craftsman- 
ship make them give extra miles 
of better and more stylish ser- 
vice. 





URC 
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volume. Open toes and open backs are 
shoes the South will feature this Sum- 
mer as style leaders. 

A shoe which received much atten- 
tion at this show and which received 
the plaudits of the shoe buyers was a 
patent and white kid, open-work, lace- 
effect sandal-oxford. Another outstand- 
ing sandal was shown in a multiplicity 
of pastel shades, blended together. It 
was one of the most striking shoes 
shown. 

At the All-South Shoe Buyers’ Frolic 
on Tuesday night in the Peacock Ball- 
room of the Tutwiler Hotel, more than 
400 shoe men were guests of Eugene 
A. Richardson, managing-director of 
the show. At the banquet James M. 
Jones, Jr., president of the Birming- 


ham City Commission, and R. Burt 
Orndorff, president of the Birmingham 
Chamber of Commerce, extended a wel- 
come to the visiting shoe men on behalf 
of Birmingham and the Chamber of 
Commerce. T. J. Twentyman, adver- 
tising manager of Loveman, Joseph 
and Loeb, served as toastmaster, and 
several important southern shoe buyers 
discussed plans for the next Southern 
Exposition, which, it is practically as- 
sured, will be held in this city. A 
program of entertainment followed the 
banquet. 

Shoe buyers and shoe manufactur- 
ers were enthusiastic in declaring that 
the first show was a decided success, 
and it is believed that next year it will 
be even larger. 
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Motto for a sole 
that will cost you 
customers 


Soles may look alike on the surface, yet be different inside. 
And inside the sole is where life begins and ends. That’s why 
England Walton mates soles accurately by the internal fibre 
structure. This sorting-by-fibre is your surest guarantee of 
having every pair of shoes equally wearable. More even life 
in each shoe is something that makes customers come back 
again. With crisp money in their hands. 


Polarized Light Shows Why E-W Fibre-Sorting Insures Customer Satisfaction 


In the top photograph the stress-strain patterns are similar as in 
a pair of England Walton accurately sorted soles. But in the lower 
photograph note the difference in the stress-strain patterns. 
Those two soles — not so accurately sorted — might look alike to 
your eye, but one sole will give up the ghost before the other. 
Arch. Toe. Edges. It may fail anywhere, while its mate will go on 

The lower photograph represents « typical care of the = living long. Again—that’s why we are so careful to sort accurately 

difference in sole fibre structure that may exist even in 

high grade shows—but not thoes having England Walten = hy fibre. The strains placed on any pair of England Walton soles 
will be resisted as evenly as human ingenuity can provide. 


More about the contented tread you can give customers in our free 
booklet, “Men With Magnifying Eyes”. Write for it today. It’s 


an eye opener, written by a company with a great name in leather. 


ENGLAND WALTON DIVISION, A. C. Lawrence Leatoer Company 


New York Camden Chicago St. Louis Milwaukee San Francisco 


PENGLAND WALTON Aécuti/0é 


Y 
CUT SOLES anv SOLE LEATHER = PURE OAK BARK TANNED 
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Miami Stores Show Summer Models 





Combinations of White and a Color Loom Big in Resort 
Picture—Ombre Effects Expected to Be in Demand 


Miami Beacu, FLa.—Shoe stores 
along Lincoln Road are showing what 
dealers feel will be the coming styles 
for 1989 Summer wear. Because this 
is a locality where a cross-section of 
America’s smart dressers buy their 
footwear, or at least form an opinion 
as to what they will want for the com- 
ing Summer, what is showing now is 
of importance to shoe men throughout 
the country. 

Delman’s is featuring plenty of color. 
According to A. S. Blatt, manager, 
white is going to be important as it 
always is, and may account for ap- 
proximately 60 per cent of sales vol- 
ume. There will be a lot of combina- 
tions worn, he predicts—brown and 
white, blue and white and other two- 
tone effects. He is also predicting that 
the ombre effects will be good. All 
pastels are important, particularly in 
kid, which is used for the draped san- 
dal. More yellow than usual is showing 
up, and other unusual shades such as 
shocking pink, slate blue and cyclamen. 
Doeskin is the important leather. Some 
fabrics, such as linen and challis are 
featured. Platform soles are impor- 
tant. Heels show many unusual treat- 
ments. 

Jay Thorpe is featuring as an early 
resort style a perforated suede in white 
with brown trim. It is also available 
in different color combinations. Onejof 
the smartest is a black and white - 
bination. This model has open toe 
heel, with platform sole. 





DATES TO REMEMBER 


Monthly Shoe Buyers Days, Chicago 
Shoe Travelers’ Assn., Hotel Morri- 
son, Chicago, Ill. ..January 23, 24, 1939 

Middle Atlantic Shoe Retailers Asso- 
ciation, 25th Annual Convention and 
Exhibition, Lord Baltimore Hotel, 
Baltimore, Md. 

February 12, 13, 14, 1939 

Buffalo Shoe Style Show, Hotel 
Statler, Buffalo, N. Y....March 5, 6, 1939 

Official Opening of American Leathers 
and Style Conference for Fall, 1939, 
Waldorf-Astoria Hotel, New York 

March 27, 28, 1939 

Annual Convention, Illinois Shoe Re- 
tailers and Shoe Travelers, Pere 
Marquette Hotel, Peoria, Ill. 

May 21, 22, 1939 

Midwest Shoe Fair, Netherland Plaza 
Hotel, Cincinnati, Ohio 

June 11, 12, 13, 1939 

Iowa Shoe Travelers Association Con- 
vention and Style Show, Des Moines, 
Iowa June 11, 12, 13, 1939 

Annual Convention, California Shoe 
Retailers’ Association, Hotel Bilt- 
more, Los Angeles, Calif. 

June 12, 13, 14, 1939 

Annual Convention, Wisconsin Shoe 
Retailers’ Association, Plankinton 
Hotel, Milwaukee, Wis. 

June 18, 19, 20, 1939 

Official Opening of American Leathers 
and Style Conference for Spring, 
1940, Waldorf-Astoria Hotel, New York 

September 18, 19, 1939 





heels—resembling a pile of poker chips 
a shgwn on some of their smartest 
* [TURN TO PAGE 40, PLEASE] 


New York State Directors 


to Meet 


ROCHESTER, N. Y.—President Leslie 
Gardner of the New York State Shoe- 
Retailers’ Association, announces that 
a mid-Winter meeting of the Board of 
Directors and officers will be held at 
Syracuse Monday, February 20. John 
Slater is chairman of the Board. There 
are 78 shoe merchants on the direc- 
torate. Director M. A. Mittleman, who 
has stores in Buffalo and Rochester, 
has been invited to lead an open forum 
on today’s vital problems in the shoe 
trade, manufacturing and retailing. 


Shoe Store Changes Hands 


WYANDOTTE, MicH.— The Economy 
Shoe Store, 3019 Biddle Avenue, here, 
has changed hands. Charles Kohler. 
senior partner, has sold his partnership 
to Bernard L. Mahalak, who will be- 
come senior partner, and to Gearge H. 
Leathers, junior partner of the firm. 
It will be operated under the same 
name as previously. This is one of the 
most up-to-date and largest shoe stores 
in that section of the country, han- 
dling better-grade shoes for men, wo- 
men and children. 

Charles Kohler will retire from the 
shoe business. He has been connected 
with the retail shoe business for 
twenty-five years. 


Orthopedic Shoe Men To Meet 

New York—The next regular meet- 
ing of the New York State Orthopedic 
Shoe Men’s Association will be held at 
the McAlpin Hotel, Tuesday evening, 
Jan. 24, at 8.30 a. m. 








ELAM'S 


PRE-WELTS 








BUILD FOR THE FUTURE | 


Kiddies are your important cus- | 
tomers. Start them off in | 


healthful, foot guiding Elam’s 


Pre-Welts and you build a | 


faithful, future clientele. 
IN 
STOCK 
Sizes 2 to 8 





553—Tan Elk 
554—White Elk 





F.S. ELAM SHOE CO. 











Celebrating Golden Jubilee 


SPOKANE, WASH. — Without change 
in ownership or management, The 
Crescent department store inaugurated 
its fiftieth year of business with a large 
and delightful banquet tendered to its 
600 employees. 

As this Golden Jubilee of the Cres- 
cent coincides with the Golden Jubilee 
of the State of Washington, which will 
be celebrated in an elaborate way in 
State-wide events, the store is finding 
a splendid opportunity to call attention 
to the anniversary. 

“Being fair to everyone,” was the slo- 
gan which the founders, Robert B. Pat- 
erson and J. M. Comstock, adopted 
when they founded the store in 1889, 
and it has been revived for this year’s 
celebration. 

“An entire year will be dedicated to 
the jubilee celebration,” said E. A. 
Shadle, president and general manager 
of the store. 


Florsheim Shoe Remodeling 


Fort Wortn, Tex.—The Florsheim 
Shoe Store at 806 Main Street is to 
be completely modernized and enlarged, 
with work beginning February 1, ac- 
cording to Glenn D. Jones, manager of 
the store, which will remain open dur- 
ing the remodeling. The store will be 
made nine feet wider and will have a 
modern front, as well as a modernistic 
interior. 
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Retailer’s Hobby Pays Dividends 


[CONTINUED FROM PAGE 30] 


fessional rodeo connected with the cele- 
bration, he had a fine contact with the 
professional cowboys and their friends. 
The biggest part of his business was 
derived not from the authentic cowboy, 
however, but from the so-called “dudes” 
with more time and money for par- 
ticipation in sports. The rodeo incen- 
tive proved to be of great advertising 
value for the boot business. 

Interesting, colorful window displays 
that Mr. Rowe used from time to time 
stimulated interest from passers-by. 
The accompanying photograph shows a 
typical display, one that created much 
interest and comment for its pictur- 
esqueness as well as its historical back- 
ground. Many came into the depart- 
ment to make inquiries concerning 
different features in the display. The old 
firearms that were placed in the win- 
dow also helped focus attention to the 
merchandise by drawing the eye of the 
spectator down to the description of 
the guns and consequently on to note 
the boots. 

Naturally boot selling cannot be a 
success in every community, for, like 
Southern California which is an ideal 
center, the population must be horse- 
conscious. Even here, however, the 
market must be created. The boot busi- 
ness must be personalized. After direct 
merchant-to-customer contacts have 
been made there must be the right 
stock on hand and the will to give the 
customer just what he wants. Mr. Rowe 
found it to his advantage not only to 
carry the best of stock, but also to be 
as great a horse fancier. There is a 
free and easy comradeship among 


horsemen that goes far toward increas- 
ing business and to take advantage of 
this factor is both good sense and good 
business. 

Mr. Rowe made quite a success of 
his boot venture and feels that per- 





sondlizing his business by becoming 
acquainted with the horsemen of his 
vicinity was well worth the additional 
time and effort that it was necessary 
for him-to give. The increase in his 
boot business also gave him an open- 


ing for introducing his dress shoe 
stock. By satisfying a good boot cus- 
tomer he brought into his department 
a man who will return when he wishes 
the same high quality and satisfaction 
in all other lines of shoes. 

And from the merchandising and in- 
vestment point of view Mr. Rowe said: 
“Contrary to the belief of many mer- 
chants not familiar with merchandis- 
ing cowboy boots, it takes less an in- 
vestment to feature a line of Western 
boots profitably than one would think. 
Since a year and a half ago, we saw an 
investment of $350.00 grow into a very 
profitable paying end of the shoe 
business. 

“An opening stock of 28 pairs, all 
from the factory instock line, consisted 
of ten pairs on a number which retailed 
at $16.50; ten pairs retailing at $21.00 
and five pairs retailing at $24.75. In 
addition I bought three pairs of very 
fancy boots for window display pur- 
poses. These boots retailing at $27.50 
were the very first ones to sell! 

“Window display played an impor- 
tant part in selling cowboy boots and 
a Western display helped to increase 
my regular shoe business. There is un- 
limited romance and history about cow- 
boy boots which catches the interest 
and imagination of almost everybody. 
A window of cowboy boots not only 
sells boots, but also brings customers 
into the store for other merchandise. 

“From my experience, I have found 
that better grade boots are not only the 
most profitable, but are the best sellers, 
as every rider demands a boot that will 
“stand the gaff” and fit properly. 



































General Hugh Johnson of 
NRA fame and Chairman 
Frederick A. Miller of the 
National Boot and Shoe 
Manufacturers Association, 
caught by the camera man 
at the Shoe Fair, Chicago, 
where General Johnson was 
a speaker. 
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UNRESTRICTED SELECTION 
OF PLATFORM MATERIALS — 


Platform materials can be se- 
lected for cost, flexibility, resili- 
ency, edge character and weight. 


SECURE SOLE FASTENING — 


Both platform and outsole are 
fastened to the shoe by the sin- 
gle operation of sole stitching. 


MAXIMUM FLEXIBILITY — 


An inherent factor in the lock- 
stitch method of sole attaching. 


ECONOMY IN MATERIALS — 


In selecting platform materials 
and widths of bindings definite 
economies are possible. 


EASE OF MANUFACTURE — 


No necessity for special and ex- 
pensive operations. 


All the items described above are out- 
standing advantages to manufacturers 
who are making platform or beaded 
welt shoes using the 


/C SOLE STITCHING MACHINE 
— MODEL C 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 








Women's Shoes 





The biggest 
the hang i th poli tne ade 


SAKS hes i IN-STOCK 
mo slipping »- 
mo gaping 7 
a0 “hiling” =» 


Made on perfectly-fitting, special pump lasts 
Flexible Shiceas 


AAAAL $2.40 
M.4J.SAKS SHOE CORP. 152 Duane St., N.Y.C. 











Wooden Sole Shoes 
A Noisy Fad! 


on your college footnotes. 
k y A-R.. made Wood Sole 


exclusive Wood Sole Shoe 
fifty “cs 


REECE WOODEN SOLE SHOE CO. 


COLUMBUS, NEBRASKA. 














What's New 


Device for Breaking-in Shoes 


New York—A device called the “Pli- 
antor” has been placed on the market 
for use in retail shoe stores by Charles 
Henry Brown & Son, here. It is claimed 
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Newell with Ault-Williamson 


Los ANGELES, CALIF.—H. Pearse 
Newell is now representing the Ault- 
Williamson Shoe Co., Auburn, Me., 
from Denver, west. Permanent sample 
rooms will be maintained at 228 Broad- 
way Arcade building, Los Angeles. 


H. PEARSE NEWELL 


Mr. Newell is well known in this 
territory, having made it for severa! 
years. Several new agencies for “Air 
Treds” have already been opened by 
Mr. Newell, with more in the immediate 
future to be signed, he states. 


Miami Stores Show 
Summer Models 
[CONTINUED FROM PAGE 37] 


beach models. One of their new beach 
shoes has a 2-inch platform sole of 
cork. The prediction here is that more 


’ combinations will be used than the al!- 


white shoe. 

At Burdine’s they predict that ja- 
ponica is going to have a big following. 
Patent will be more important than for 
several seasons past. All pastel suedes 
and kids will be good. An excellent job 
has been done this year in dying kid 
skins, and they lend themselves well to 
new draped models. Yellow is turning 
up frequently; so is lime green. Deep 
blue will become very active. Open toes 
and platform soles are tremendously 
important. The platform sole has this 
good talking point: it is an insulator 
and keeps the sole of the foot from the 
hot pavement. Pumps are gaining in 
favor. Heels vary, depending upon the 
pattern and last of the shoe. There is 
going to be a run on fancy heels. Per- 
forations are active, but depend on the 
type of shoe as to size and number. 

I. Miller is featuring plenty of com- 
bination colors. Platform soles are im- 
portant, and again a lot of fancy heels 
are shown. Some of their most hand- 
some evening slippers are in ombre 





Mrs. Day’s “IDEAL” 


These are little shoes, but they carry 
the biggest name in the baby shoe 
business — "Mrs. Day's Ideal." The 
reputation of this name is known to 
mothers of two generations and is 
@ prime asset to the many far- 
sighted children's shoe retailers who 
use Ideal Flexible Hard soles (3-8) 
as their juvenile foundation line. 


MRS. DAY’S 
IDEAL BABY 
SHOE 


DANVERS, MASS. 








MRS. DAY'S 
FLEXIBLE 


HARD 
SOLES 





effects—gold and yellow in particular 
being unusually beautiful. 

At Milgrim’s, Allan Lasker, who is 
in charge of shoes, points to platform 
soles as being important. They are 
showing a lot of them. Two-tone com- 
binations are also good. Doeskin is 
freely used, with kid in pastel shades. 
Some fabric is being used, one new 
shoe of duck looking smart and un- 
usual. Draped ankle ties are being dis- 
played to a limited degree. There is a 
lot of detail color trim to all shoes. The 
sandal type is predominating. One in- 
teresting shoe has rhinestones stud- 
ding the platform lift. 

Lincoln Road shoe men are looking 
forward to a 40 to 60 per cent volume 
in white shoes this season, with greater 
emphasis on two-tone color combina- 
tions. They also state that 90 per cent 
of shoe volume is going to be in sandal 
types. 


Wendorf with 


Banner Slipper Co. 


HONESDALE, Pa.—George E. Wendorf 
is now affiliated with Banner Slipper 
Co., Inc., here, manufacturers of men’s, 
women’s and boys’ slippers, as their 
representative in the territory from 
Boston to Oklahoma City and New Or- 
leans to Minneapolis, Minn. He will 
solicit the volume trade in this terri- 
tory. Mr. Wendorf is now out on a 
six-weeks’ trip with his new line. 
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ROBERTS, JOHNSON « RAND, Branch of International Shoe Company, ST. LOUIS, MO. 








Brown Dealers Optimistic 


St. Louis, Mo.—Expressing optimism 
over present business conditions and 
outlook for the future, 250 independent 
shoe retailers operating on the Brown 
Plan of the Brown Shoe Company gath- 
ered in St. Louis recently for what was 
termed by many the most stimulating 
meeting of the group ever held. 

The dealers, representing every geo- 
graphical section of the United States, 
assembled on January 10, 11, and 12. 
They greeted with enthusiasm adver- 
tising, merchandising and sales promo- 
tion plans which were unfolded in 
detail by executives of the Brown Shoe 
Company during the three-day meeting. 

John A. Bush, president of the com- 
pany, who delivered the principal ad- 
dress, pointed out that business is in 
a upspiral which began seven months 
ago and which, he believed, should con- 
tinue through 1939. He based his 
belief on assurances of peace in 
Europe, prospects for bumper crops 
and indications of greater harmony in 
business and government relations. 

A poll of retailers showed that busi- 
ness conditions in their respective com- 
munities are exceedingly bright, and 


there was general agreement that the 
losses of the 1937-38 recession should 
be mostly regained before the end of 
the year. 


Pennsylvania Travelers 
Elect Officers 


PITTSBURGH, PaA.—The Pennsylvania 
Shoe Travelers Association held a 
luncheon on Saturday, January 14, fol- 
lowed by the election of officers for 1939. 

New officers are as follows: 

Phil Landfish, president; James D. 
Hayden, vice-president, and Joseph 
Yorkin, secretary-treasurer. Elected to 
the Board of Directors were George H. 
Hutchins, chairman; Goodman Yorkin, 
Harry Harris, A. H. Hoffman, Al 
Friedman and Phil Byer. 

The coming showing of the associ - 
tion was discussed and dates have been 
set for July 9, 10, 11, 1939. The style 
show will be held at the William Penn 
Hotel, Pittsburgh. 

During the discussion a committee 
was appointed to work out the program 
for the show with plans in view to 
make it the most successful showing 
of the association. 


An encouraging feature of the meet- 
ing was the expressions of the members 
on the increase their business has 
shown over this period in 1938. All 
were optimistic on future business dur- 
ing the year, looking forward to a 
banner year in 1939. 


Mathew Marks Hurt 


in Auto Collision 


East RAINELLE, W. Va.—Mathew 
Marks, who for the past 12 years has 
represented Boor AND SHOE RECORDER 
as a subscription salesman in Virginia, 
West Virginia and the Carolinas, was 
badly injured recently when his auto- 
mobile collided with a truck near Nal- 
len, W. Va. He is confined to the hos- 
pital here, where he recently underwent 
an operation made necessary by a frac- 
tured knee cap. He also received se- 
vere lacerations over the left eye and 
his car was demolished. 

Mr. Marks is well known in the re- 
tail shoe trade of this territory and 
has many warm friends among the 
merchants, who will learn with regret 
of his accident and injury. 





U.S.M.C. Educational Exhibit at National Shoe Fair 


The educational exhibit of the vee pine Shoe Machinery Corporation in the Hotel Stevens at the National Shoe Fair, was very 
contained much of educational value, inasmuch as it gave an impressive idea of the intricate 

production of boots and shoes. An ingenious and interesting series of statements regarding machin- 

ery and the service of the U.S.M.C. made through the medium of two large books, were part of the exhibit. The pages of 


rs wenpee and 
machinery used in the 


hese books turned automatically. 
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Job Lots 


—~n + ~~ 


CASH IN ON JOB LoTS 


of Nationally Known 
High Grade Women's Shoes 
for: 
Smash-hit sales 
Promotions 
Cancellation stores 
Outlet stores 
Every Pair Fresh, Perfect and Timely 


BARIS SHOE CO.., Inc. 
79-81 Reade St. | New York City 




















Soles and Heels 








METAL FLEX ano LITHOX 
SOLES AND HEELS 
A a pe of steel mesh, metallic, and 
Long wearing. Metal for NON-SLIP. 
Ne SPREAD, Ne CURL, Neo BULGE 
THE LITHOX CORP. 
WAPAKONETA, OHIO, U.S.A. 
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Nurses’ Shoes 
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Flexible, Shape Retaining 
NURSES’ OXFORDS 


Made on the 
New OSCO 
SUPER PLIABLE 
Process 


IN-STOCK 











Horn Joins Dunham Bros. 


BRATTLEBORO, VT.—Charles C. Horn, 
of Rockland, Mass., has been engaged 
to represent Dunham Brothers Com- 
pany here, it was announced recently. 
He will succeed the late Harry G. Mil- 
ler, and will represent the firm in 
Greater Boston. Mr. Horn has a wide 
acquaintance with the trade and should 
be well qualified for the appointment. 


Milens to Operate 
Grand River Commissary 


Kansas Crry, Mo.—Harry C. Milens, 
shoe retailers here, have signed a con- | 
tract for operating the commissary on | 
the Grand River Dam Project at Dis- | 
ney, Okla., to carry all forms of mer- 
chandise. This project will employ 
about 3000 men and wi!] take about 


three years to complete. 


The firm will occupy a new building 
45 feet by 250 feet. The commissary 


is expected to open February 1. 


W. W. Dickson Resigns 


ATLANTA, GA.—W. W. Dickson, man- 
ager of the ladies’ shoe department of 
the George Muse Clothing Company, 
has resigned. He has been manager 
of the department since 1931, and is one 
of the best-known shoe men in the 


Southeast. Mr. Dickson, it is reported 


McBride, well-known shoe store execu- 
tive of Greenville, 8S. C. Mr. Dickson’s 


| 
is to be succeeded at Muse’s by Paul | 
} 
plans for the future have not yet been | 


announced. 


Minkin Joins Racine 


RACINE, Wis.—Billy Minkin, for the 
past ten years with the Weyenberg 
Shoe Mfg. Co., recently made a con- 
nection with the Racine Shoe Mfg. Co., 
here. He will cover the Chicago terri- | 


tory, as well as part of Illinois. 
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NAP-SUEDED LEATHER 
















Low cost... long wear... 
the ideal nap-sueded leather 
for sport, spectator, and all 
outdoor wear. Ask your 
manufacturer. 


e 
SLATTERY BROS. 


TANNING COMPANY 
210 SOUTH ST. TANNERIES 
BOSTON, MASS. SALEM, MASS. 








































L. H. Pollock Retires from Business 









ern shoe chain, after nearly 30 years 


things easy”’ and reads up on some travel literature prior to sailing on a South 
American cruise with his wife. 


ASHEVILLE, N. C.—Lou H. Pollock, 
who developed a single store, opened 
here in 1910, into a chain of shoe stores 
operating in four states in.the South 
and doing an annual business of well 
over a million and a half dollars, has 
sold his interest in- the firm to his 
brother, B. A. Pollock, and D. L. Slann 


Lou Pollock, well-known figure in the shoe trade as head of Pollock’s, Inc., south- 























in the shoe business, now plans to “take 






and Bernard Feldman, of Miami, Fla. 
Mr. Slann is president of Butler’s, Inc., 
southern’ shoe store chain with head- 
quarters in Miami, and Mr. Feldman is 
vice-president. 

Mr. Pollock retired as head of the 
firm at a meeting of the board held on 
January 7, in New York, but he will 
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TALKING WINDOWS START THE SALE 





E SALE 


ness with. 


Recorder Show Cards 


promote your store service! 


They equalize the prestige 
of manufacturers’ cards 
and signs by reminding 
window shoppers that it is 
you they actually do busi- 





color trim each month. 





Samples on request to show you 
how they effectively give you a new 


Merchants Service Dept. 


BOOT AND SHOE RECORDER 
209 S. State St., Chicago, Ill. 
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TRIMFOOT 


he 


Woman's 
Own 
Language 


RIMFOOT SHOE COSMETICS throw a new light on 

the care of a woman's shoes. This “Beauty Treat- 
ment” enables her to keep her shoes factory fresh 
with cosmetics! That's something she can understand 
... something she takes to naturally. You'll be 
amazed at the new customers Trimfoot Shoe Cos- 
metics will get for you. 


Sold only in Shoe and Department Stores. Write 
today for complete details. 


TRIMFOOT 


Shoe Cosimelice 


LOUIS 


Ont 





continue to be associated with the chain 
in an advisory capacity. 

Mr. and Mrs. Pollock plan to sail the 
latter part of this month on a cruise 
to South America. Mr. Pollock, who is 
50 years of age, said he is making the 
trip to take a much needed rest and 
also in celebration of his 25th wedding 
anniversary. He and Mrs. Pollock ob- 
served their wedding anniversary on 
Jan. 14. 

Mr. Pollock said he is leaving the 
company in the best of condition, and 
is finishing 1938 with a substantial gain 
in business. The change will not affect 
the operation of the Pollock chain, he 
said. 

The first chain store of the group 
was opened in Spartanburg, S. C., in 
19138, and a Greenville, S. C., store was 
opened in 1919. Mr. Pollock’s brother, 
Ben, opened a Cinderella store on Hay- 
wood street in 1925, and then in part- 
nership with his father-in-law, opened 
Cinderella shops in Charlotte, Chat- 
tanooga, Knoxville, Greenville and 
Spartanburg. Mr. Pollock bought out 
the Cinderella corporation in 1927 and 
with his brother started new stores in 
Winston-Salem, Raleigh, Greensboro, 
Columbia, Roanoke and Norfolk. The 
_ store opened is in Richmond, 

a. 

Referring to his hobby of providing 
shoes for the needy children of Ashe- 
ville at Christmas, Mr. Pollock said he 
has made arrangements for this worthy 
practice to continue. 


Optimism Prevails at 
Scholl Convention 


CuicaGco, ILt.—The annual “get-to- 
gether” sales conference for salesmen 
and educational men of The Scholl 
Mfg. Co., Inc., was held recently at 
the Palmer House, here. During the 
same period a similar sales conference 
for the Eastern Sales Division was 
held at the McAlpin Hotel, New York 
City. New Plans, new merchandise, 
and a new dealer-merchandising plan 
were presented to the men and re- 
ceived with great enthusiasm. 

Highspotting the convention was the 
introduction of Dr. Scholl’s new and 
greater advertising program for the 
coming year. It was brought out that 
more than three billion individual ad- 
vertisements, relative to Dr. Scholl ap- 
pliances, remedies and foot comfort 
service, will go into the American 
homes in 1939. A complete dealer tie- 
in with this sales-building advertising 
plan was given to the men. 

Other important features relative to 
the company’s sales plans for the com- 
ing year were presented. Of major im- 
portance is the addition of Dr. Scholl’s 
Scientific Shoes to the Dr. Scholl Foot 
Comfort Service Plan for the retail 
shoe dealer. Under this new plan the 
individual dealer all over the country 
will bé able to give his customers ser- 
vice identical with that employed in 
Dr. Scholl’s Foot Comfort Shops. 

V. F. Kelley, national sales manager 


of the company, conducted the Chicago 
convention and reports great enthu- 
siasm on the part of the salesmen for 
the year’s program. Mr. Kelley, imme- 
diately following the National Shoe 
Fair at the Stevens Hotel, Chicago, 
left for the Pacific Coast to handle the 
convention for Dr. Scholl’s West Coast 
representatives in San Francisco. 


Clayton with Boston Store 


MILWAUKEE, Wis.—Jack J. Clayton 
has been named shoe buyer of men’s 
women’s, boys’ and children’s shoes for 
the basement store of the Boston Store 
here. Mr. Clayton was formerly in 
the shoe business himself for three 
years. Previous to that he was shoe 
buyer for Gimbel Brothers, Milwaukee, 
for ten years. 


New Manager for Shoe Store 


Hor Sprinecs, ArK.—Ezra Stone of 
this city, who has been serving as as- 
sistant manager, has been promoted 
to manager of Gingles’ Peters Shoe 
Store at 208 Ouachita Avenue, to re- 
place W. E. Slemons, of Peters Shoe 
Co., St. Louis, who was here to open 
the store. Mr. Stone is a native of 
this city and has been connected with 
local firms for a number of years. 
Horace Woodall, of Hot Springs, will 
be assistant to Mr. Stone. 
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New England Shoe Production 
Gains 49 Per Cent 


Boston, Mass.—The New England 
shoe States, Massachusetts, Maine, and 
New Hampshire, led the country in pro- 
duction during November with an out- 
put of 8,475,105 pairs, an increase of 
49 per cent over November, 1937, as 
compared with a gain of 40 per cent 
registered in the entire industry dur- 
ing that month. Maine showed a gain 
in shoe production of 76 per cent over 
November, 1937, and the gains for 
Massachusetts and New Hampshire in 
this period amounted to 43 and 53 per 
cent, respectively. 

New York led all shoe States in this 
month with a production of 7,174,210 
pairs, followed by Massachusetts with 
an output of 5,121,412 pairs. 

For the eleven-months’ period, Janu- 
ary through November, the New En- 
gland shoe States produced 129,836,908 
pairs, a drop of 3 per cent in output 

the same period a year ago. | 
Changes registered in this period were | 





a loss of 8.5 per cent for Massachu- 
setts, and gains of 7 per cent for 
Maine and 4 per cent for New Hamp- 


November Shoe Production 





PRODUCTION OF BOOTS, SHOES, AND 
SUPPERS, OTHER THAN RUBBER 


"Telelilelaletalgtalelele 











Washington, D. C.—Latest figures on 
shoe production for November, 1938, 
released by the Bureau of the Census, 
Department of Commerce, show a de- 
crease of 14.7 per cent, or 5,128,997 
pairs, from the preceding month but 
an increase of 39.7 per cent, or 8,452,- 
567 pairs over November, 1937. 


According to classification, men’s 
dress shoes in the 1l-month period this 
year, showed a decrease of 10.1 per cent, 
or 7,357,534 pairs. Following this trend, 
men’s work shoes showed a decrease of 
7.2 per cent, or 1,724,393 pairs; wo- 
men’s shoes, 3.4 per cent, or 4,897,062 
pairs; youths’ and boys’ shoes, 4.9 per 
cent, or 811,214 pairs; misses’ and 
children’s shoes, 2.6 per cent, or 968,- 
071 pairs; infants’ shoes, 9.8 per cent, 
or 2,123,668 pairs. 
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HUSTLE 
WITHOUT 
BUSTLE 


























We're hustlers when 
the occasion demands 
but we don’t make any 
noise about it. Our serv- 
ice is as cheerful and 
quiet as it is speedy. 

























DUAARCK 


HOTEL- og EL ey -\ele) 


AND LA SALLE 







DOLPH 














Quist Buyer for Oviatt’s 


Los ANGELES, CALIF.—P. D. Quist 
is now shoe buyer for the Oviatt Men’s 
Wear store. Plans are being formu- 
lated to increase the activities and 
scope of this men’s shoe department. 












New Officers of Central Shoe Travelers 


Kansas City, Mo.—The Central Association of eens Shoe Salesmen recently 

celebrated its 25th anniversary with a banquet at the 

officers for this year were elected. 

eat ame OM ce sige E- H. Levine, president; C. W. Campbell, 
and J. Rosco Sells, secretary-treasurer. Mr. Sells was reelected 





~— ‘air, 
twelfth consecutive year to his o 
ay 








Hotel Savoy, this city. Dur- 


the organization. 
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SELL A FEATURE CUSHION SHOE 
that Builds and Holds Business 


MU-MATIC SHOES ARE 
UNION MADE. 























t Gheter 
Territories Opes. 


























VENTILATED 
stant Pack Am 











NEW SPRING 
AND ELASTICITY 
TO EVERY STEP 

















cushion 
tive. 
Beware of Imitations. 


) { 


Kohn Uu- Matic 


CUSHIONED SHOES 


Exclusively Manutactured by Rehn Nu-Matic Shee Miz. Ce, 512 W. Fleriga SL, M@waunes, Wis 


ROHN SHOE MFG. CO. 
512 W. Florida St., Milwaukee, Wis. 


shoes. 


10-12 Jones St. 
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ead with the 


“TROMP™ 


T the Chicago Shoe Fair, the enthusiastic buying of 
Beachcraft’s new clog, the “TROMP”’, fore- 
casts busy days ahead for this sensational idea in play 


Made on a walled last with the fashionable Dutch 
accent, the ““TROMP” is wooden soled with upper 
of solid leather in all the tulip shades. 


sizes for Hansels and Gretels. 
Your early order will mean prompt delivery. 


Beachcraft Sandal Co., Inc. 


Made in half 


New York City 


SHOWROOMS AT 47 W. 34th ST. AND 1410 BROADWAY, N.Y.C. 





Obituaries 


Edward J. Ramsey 


New YorkK—Edward J. Ramsey, 
president of Ramsey’s Shoe Co., Inc., 
this city, manufacturers of a general 
line of stitchdowns, passed away re- 
cently following a stroke. 

Mr. Ramsey was 67 years of age and 
had spent the past 30 years and more 
in the shoe business on the manufac- 
turing end. In 1906 he joined Borchard 
& Co., manufacturers of stitchdowns, 
as plant superintendent. Following 
seven years of association with that 
firm, he left to form his own company, 
Ramsey’s Shoe Company, Inc., in 
which he continued active until his 
death. 

Mr. Ramsey was well known in the 
shoe field for his experimentation with 
stitchdown shoes and their tendency to 
rip. Following two years of research, 
he developed a triple-stitch method 
which he promoted extensively and 
successfully. He bought a building in 
Brooklyn, where he set up his manu- 
facturing and doubled his output. 
Headquarters of the firm were main- 
tained at 347 Rider Avenue, Bronx. 

His son, Edward P. Ramsey, who has 
been associated with the company for 
the past 20 years, has assumed presi- 
dency of the firm. 


Henry Grover Kalb 


RocHESTER, N. Y.—Henry Grover 
Kalb, 56, vice-president of J. J. Kalb 
& Sons, wholesale leather, shoe and 
findings merchants, here, died recently 
after a brief illness. He had been asso- 
ciated with the company, one of the 
oldest of its kind in Western New York 
and founded by his father, for nearly 
forty years. He was a descendant of 
Baron de Kalb, who was his great- 
great-grandfather and a pioneer settler 
of Rochester. He is survived by his 
widow, a daughter and a son, also by 
three brothers, President Edwin G. 
Kalb and George D. and Richard L. 
Kalb, of the company, and a sister. 
The funeral was held from his home 
with the Rev. H. R. Talbot, rector of 
the Church of the Epiphany, officiating. 
Mr. Kalb had a wide acquaintance in 
the trade and many friends attended 
the final rites. 


Victor Girardey 


Houston, Tex.— Victor Girardey, 
well known to the shoe trade as “Uncle 
Vie,” died recently at his daughter’s 
home at 204 Monhall Avenue, here. He 
had been ill for several years and was 
unable to continue his traveling. For 
many years he had been connected with 
the Barton Company. Mr. Girardey 
will be missed by his many friends on 
the road. 


A. M. Breen 


BALTIMORE, Mp.—The passing of A. 
M. Breen, who, since January, 19385, 
represented D. Myers & Sons, Inc., in 
Missouri, Kansas, Iowa, and Nebraska, 
has been reported with deep regret. 
Mr. Breen’s death brings to an end a 
long and brilliant career spent in the 
shoe industry. His ever-pleasing per- 
sonality endeared him to a wealth of 
friends both in and out of the shoe 
industry, who keenly feel the void 
caused by his passing. 


Frank E. Gibbons 


IrHaca, N. Y.—Frank E. Gibbons, 
61, president and treasurer of Dow S. 
Barnes Co., passed away after a brief 
illness. He was a member and direc- 
tor of the New York State Shoe Re- 
tailers’ Association. Vice - President 
Paul V. Herron represented that body 
at the funeral, which was attended by 
numerous shoe retailers and travelers. 


Thomas A. Keating 


Cuicaco, ILL.—Thomas A. Keating, 
retired wholesale shoe merchant of this 
city, died of heart disease in his home 
at 3827 Lexington Street, recently. 
Funeral services were held in the 
Presentation Church with burial in 
Mount Carmel. His widow, Katherine, 
three sons, and four daughters sur- 
vive him. 
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SALESMEN WANTED 


HELP WANTED 


BUSINESS OPPORTUNITY 








SALESMAN WANTED 


for Central Illinois 


GROVES SHOE COMPANY 
311 West Monroe St., Chicago, IMinois. 








We want to add two more men to a happy, 
successful sales organization. One for The 
Rocky Mountain states and one for 
Southeastern states. 

salesman, honest, 


Mr. Scott for particulars, giving brief outline 
about yourself. 
SCOTT FOOT APPLIANCE CO. 
OMAHA, NEBRASKA 











Rasiwens SALESMEN—Entire Sommeny to 
be covered selling to retail and department 
store trade om oe ay with in-stock de- 
partment. Women’s novelty and sandals to re- 
tail from $1 to $1.50. commissions. 
Address $93 care Boot & Shoe Recorder, 140 
Federal St., » Mass. 





Wa NTED—To place with salesman coveri 
Ohio and Indiana strong line of Men’s an 
Boys’ Work and shoes to be sold in con- 
junction with non-conflicting line. Have estab- 
lished business. Address $94, care Boot & 
Shoe Recorder, 140 Federal St., Boston, Mass. 





bpp for St. Louis and vicinity to rep- 
resent well nm, popular priced line ot 

sipeers and sandals. Apply January 23 and 24. 
ward Hill, Lennox tel, St. Louis. 





AN old A mong manufacturing firm of spe- 
cialized shoe polish desires representation in 
a few states, principally East of Mississippi. 
Will consider salesmen now employed in asso- 
ciated field to take on our product as a side line. 
Excellent rtunity for man with following in 
the trade. lease give complete vy 
in first letter. Address $100, care 
ee 239 West 39th Street, New York, 





FOR SALE 


Pees SALE! Well established retail business 
a town. Owner retiring. 
ene iot, 104 St., New Canaan, Conn. 


yee he shoe store in Phoenix, Arizona, 4 
voice about $6,000.00, now showing 
Reason for selling. Address $101, care Boot 
& Shoe — 239 West 39th Street, New 


. 











OSTORTUNt Ty — Senay foreman wanted. 

Experienced infants’ shoes, complete knowl- 
edge production and making room experience. 
1500 pair daily capacity. tion small cen- 
tral ew York town—investment required. 
Give all particulars first letter—age—experience 
—references. Address $96, care Boot & Shoe 
Reoweder, 239 West 39th Street, New York, 





EXPERIENCED ae | for established cut 

price shoe basemen Man must able to 

produce results. fo “by letter stating oe 

ence and qualifications. ‘Address $98. care 

¢ - ay 239 West 39th Street, New 
ork, N. Y. 





POSITION WANTED 


CORRECTIVE FOOTWEAR RETAIL. Man- 

ager, Salesman, 27 years’ practical experi- 
ence, Energetic, Managed important Stores in 
New York City, Washington, D. C., Detroit, 
etc. Will go anywhere, Capable of directing 
group of stores. Moderate Salary, highest cre- 
~~. Sidney Newman, 69 W. 39th Street, 
N 








PATENT ATTORNEY 





PATENT YOUR IDEs 





MERCHANTS’ NEEDS 








No Mis-Mates with Mate Marks 





PROFIT and opportunity unlimited on my 

unique method preserving baby shoes into 
Book Ends and Mantel pieces. Instructions 
very reasonable. Write— "= E. Watson, Belle- 
fontaine, Ohio. 





WANTED TO PURCHASE 


X-RAY MACHINE and Brannock Juvenile 
Fitting Device wanted. Please write giving 
facts re condition, price, and reasons for selling. 
Address $99, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 








SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 


BARIS SHOE COMPANY, Inc. 


79-81 READE STREET, NEW YORK, WN. Y. 
Telephone WORTH 2-5180-518! 








w 5 BUY 
Wholesale and - 
’ randed Shoes such 
Wal Enna-Jettick, Vital 
ity, Are " Preserver, Queen Quality, = 
tonians, Stetson, Red Cross, Nunn-Bush. 
IBVIN RUBIN 
“The House of Jobe” 
89 Reade St.. Cor. Church 
Phone Barclay 7-7887 New York City 








Buyers of Surplus Stocks 


entire stecks of shee 
We ot by srt © ate 


QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phene WOrth 2-5377 and 5378 

















Reports Business Increase 


GRAND ISLAND, Nes.—Bart Kernan, 
manager of Kernan’s Shoe Store, North 
Platte Street, reports that the store in 
1988 showed a 20 per cent increase in 
business over 1937. 





y classified 
Classified advertising is payable in 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge, ae. 
box number is desired twelve words should be added for the address. In the 


advertisements is $5.00 an inch with a maximum of 46 words. 
advance. 


SF Advertisements for this page must be in our New York office on Friday of the week preceding publication “™® 


all other cases each word of 
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Texas Shoe Men Voice Tax Protest 


[CONTINUED FROM PAGE 24] 


In speaking on “Women want to be 
told,” Ethel Holland Little, fashion 
editor of Women’s Home Companion 
said in part: “Women want to be told 
more details about shoes, the purpose 
of the shoe, fashion rightness, but par- 
ticularly the comfort angle. To illus- 
trate, when platform shoes first came 
out, they were advertised as a fashion 
item. This did not appeal to women, as 
the shoes looked clumsy. Wearers dis- 
covered the comfort angle of the shoe, 
that the felt platform acts as a good 
insulation, and adopted platform shoes 
almost entirely from the comfort angle. 
Promotional matter issued by stores 
does not begin to tell the complete story 
of the use of the articles.” 

Rhea Nichols, fashion authority for 
Allied Kid Company, told how the re- 
tailers are facing a serious problem 
for Spring and cautioned that their 
one watchword must be careful selec- 
tion, due to the tremendous number of 
color promotions for the coming sea- 
son. In her estimation, the most im- 
portant promotion will be in the cos- 
metic shades. A swing to smooth 
leather materials, except in the case 
of elasticized materials is seen. “I 
expect wine to come through and mesh 
will be a star of the Summer season,” 
said Miss Nichols. “Women are wear- 
ing short, youthful skirts, so low heels, 


not too heavy are the perfect approach 
to the costume.” 

Recognition of the splendid work ac- 
complished by the local committee, 
headed by General Chairman Sid Katz, 
was given by the association. 

The following officers were elected 
for the coming year: President, Glen 
D. Jones, Fort Worth; vice-presidents, 
W. P. Barnes, San Angelo; Ben Phelps, 
Shreveport, E. C. McNeill, San Antonio 
and Matt Spires, Austin. Director for 
three years, L. B. Eastman, Dallas; 
Ed Moser, Houston; Herman Ehlert, 
Dallas, and Leon R. Collins, Waco. For 
two years, Alex Hesselson, Fort Worth; 
Donald Maxwell, Dallas; George Baum, 
Corsicana; A. C. Ludlum, Wichita 
Falls, and E. L. Kelton, Dallas. For 
one year, L. F. Tuffly, Houston; R. C. 
Mynatt, Dallas; Walter Jones, Wichita 
Falls; E. M. Boyd, Austin, and Sid 
Katz, San Antonio. W. A. Harris was 
re-elected secretary-treasurer. 

Several hundred shoe men and ladies 
enjoyed a special trip to Monterrey, 
Old Mexico. 

At the Tuesday evening dinner dance, 
J. W. Watson, head of the Guarantee 
Shoe Co., San Antonio was honored by 
the entire shoe convention on his 66th 
birthday by a presentation made by 
Louis F. Tuffly, of Krupp and Tuffly, 
Inc., Houston. 





Women Increasingly 
Shoe Conscious 


DENVER, COLO.—“Because the style 
element is almost certain to make 
women unusually shoe conscious this 
season, we’re looking for an excellent 
year,” says Max Lackner, buyer for 
the shoe departments of the May Co., 
here. “Growing emphasis on new 
styles, in our opinion, is the best thing 
that could happen. It’s making women 
do more looking at shoes and conse- 
quently leading them to buy more fre- 
quently. 

“In our department it’s actually get- 
ting so a good many women come in 
regularly and ask what we have that’s 
new. As long as that condition con- 
tinues it’s certain they’re going to buy 
more and more pairs of shoes per year. 

“Open toes and open backs are al- 
most certain to have a tremendous 
call.” 


Reelected Chamber 
Of Commerce Chairman 


Provipence, R. I.—Frank E. Ballou, 
founder and chairman of the board of 
directors of F. E. Ballou & Company, 
was reelected chairman of the Retail 
Trade Board of the Providence Cham- 
ber of Commerce, thereby automatically 
becoming second vice-president of the 
Chamber. 


Thomas F. Pierce & Son 
In Liquidation 


PROVIDENCE, R. I. — Announcement 
has been made by Thomas F. Pierce & 
Son that the business is being liqui- 
dated because the store lease is expir- 
ing and because of the after-effects of 
the disastrous hurricane and flood 
which visited the city September 21. 


Indiana Shoe Buyers’ Week 
[CONTINUED FROM PAGE 32] 


a runway was erected for the style 
show, which took place after the ban- 
quet and entertainment by the MBC 
Radio Band. Dancing followed the 
style show, where all lines were on dis- 
play and attracted more than usual 
attention. 

Frank M. Brown, president of the 
Indiana Shoe Travelers’ Association, 
sponsors of the annual Indiana Shoe 
Buyers’ Week, said the first two days 
were the best and largest in the past 
five years. More exhibits, including 
15 nationally known lines that never 
before were shown, were displayed by 
leading footwear manufacturers in the 
country. The election of officers will 
be held March 11 at the Hotel Wash- 
ington. There were no business ses- 
sions. These were eliminated in order 
that buyers would have time to visit 
the displays and select merchandise. 
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Skyscraper Shoe Store 
[CONTINUED FROM PAGE 32] 


city was clearly demonstrated by the 
visitors during the opening days. On 
Monday, when the store was opened 
for inspection, though not for business, 
ever 1600 visitors, in addition to spe- 
cially invited guests, passed through 
the doors, and on the first business day 
(Tuesday), there were considerably 
over 8000, while the: floral mementos 
not alone made all floors look like con- 
servatories, but bore the cards of shoe 
men, brother merchants and personal 
friends from all over the country. 

In fact the new store may be called 
the achievement of a shoe family, for 
from A. H. Geuting, founder of the 
business and president of the company, 
through the family of brothers— 
Joseph T., who is superintendent of the 
store; William A., head of all the 
women’s departments; George N., who 
handles the children’s and men’s shoes, 
and Joseph T. Jr., representative of 
the second generation, also O. W. Mar- 
den, comptroller of the company and 
inventor of SyMetra Hosiery, every one 
of the group, by temperament as well 
as training, functions in a manner that 
has contributed to the growth of an 
enterprise that has reached its present 
position by exemplifying in a most 
unusual way all that a family shoe 
store in a great metropolitan city can 
and should be. 





